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Claims And Suits 
vs Professionals 


\Grow In Volume 


Loss Ratio Climbs On Cover 
For Agents, Engineers, And 
Architects, Other Advisers 


Claims and claim payments by in- 
surers on “malpractice” coverages of 
professional and semi-professional peo- 
ple have risen sharply in the past 
several years and especially in 1959 
and 1960. Many of the professions have 





had adverse results and there is evi- 
dence of further worsening. 

The errors and omissions coverage 
on insurance agents and brokers has 


_ produced more frequent and more ser- 





ious claims in recent times, and the 


‘total of dollar loss is much greater 


than it was five, four, and three years 
ago. Architects and engineers liability 
claims are such as to have produced re- 
strictions in underwriting or substan- 
tial increases in rates. The loss ratio 
on accountants has climbed steadily 
and is still going up. However, in this 
ield apparently there is rate competi- 
ion for the business by insurers new to 
pe line. The experience of the medical 
rofession has resulted in substantial 


»rate increases because of continuing 


laim and loss frequency. Lawyers are 
etting more claims and suits. Hospi- 
1 liability is bad. 


NVriting E&O Since °49 


One company that writes a good 


| deal of E&O on agents notes that “we 
| have been writing agents’ and brokers’ 


errors and omissions insurance since 
1949 and our loss ratio has more than 
doubled in the last four years. This 
indicates the trend. Most frequent 


areas of negligence are failure to pro- 
| cure insurance, to renew, or to obtain 


coverage in line with insured’s specific 
(CONTINUED ON PAGE 33) 


Kelley To Head 
Commercial Union, 
North British 


Effective next Jan. 1, T. B. Kelley, 
U. S. manager of Commercial Union- 
North British 
group, will be- 
come chief execu- 
tive officer. He 
will succeed H. W. 
Miller, general 
U. S. attorney, 
and W. L. Nolen, 
U. S. manager, 
who will retire at 
year end. 

Mr. Kelley has 
spent all of his 
business career 
with Commercial 
Union. After 10 years in the field 
at Buffalo and Syracuse, he went 
to the head office in New York in 
1948. As secretary, he supervised the 
group’s operations, first in Texas and 
later in the midwest. Since then he 
has been, successively, deputy assist- 
ant U. S. manager, assistant U. S. 
manager, and deputy U. S. manager. 
He was appointed U. S. manager in 
1960. He is vice-president of the do- 
mestic companies of the group and a 
director of Commercial Union, Ameri- 
can Central, Columbia Casualty, and 
Central Surety. 





T. B. Kelley 


Active On Committees 


Mr. Kelley has served on numerous 
industry committees and is a member 
of the executive committee of Inter- 
Regional Insurance Conference, West- 
ern Actuarial Bureau, and Inland Ma- 
rine Insurance Bureau. He is president 
of Inland Marine Underwriters Assn., 
and chairman of the committee on in- 
terpretation of the nationwide marine 
definition. He is a member of the com- 
mittee on finance and chairman of the 
accounting committee of National 
Board, and a director of National Au- 
tomobile Underwriters Assn. He is a 
native of Syracuse and a graduate of 
Hamilton College. 





West & Co. Sale One 


Of Large Dimensions 


The purchase of the Floyd West & 
Co. general agency in Texas by Crum 
& Forster was one of the largest and 
most important transactions of its kind, 
in view of the amount of business in- 
volved. The general agency, 62 years 
old, produced through an unusually 
large number of local agencies the 
largest volume of property and casu- 


| alty insurance in the state. 


The firm supplied its agents with 
full underwriting facilities, including 


' some life, and with full service, in- 


— 


XUM 


cluding engineering, adjusting, claims 
handling, and the like. It will continue 
to do this under the Crum & Forster 
aegis, inasmuch as there is a very con- 
siderable and energetic organization 
that continues as the Texas depart- 
ment of Crum & Forster. Headquar- 
ters will be the present location of 
West & Co. in Dallas. That office and 
(CONTINUED ON PAGE 32) 


United Self-Insured 


On Denver Hull Loss 


The United Air Lines DC-8 jet that 
crashed at Denver was self-insured as 
to hull, on which the value runs in ex- 
cess of $5 million. Seventeen passen- 
gers were killed and about 50 injured 
of the 120 aboard. There is a $25,000 
limit in Colorado for wrongful death. 
U.S.A.I.G. carries the primary liabil- 
ity on United. 


Great American Is Leaving 


Inter-Regional Conference 


Great American has given Inter- 
Regional Insurance Conference notice 
of intent to resign. Home resigned in 
May from the organization. 

John J. Curtin has joined Zurich as 
fire and inland marine underwriter at 
San Francisco. He has been with 
Standard Accident. 


1961 List Of Bond 
Limits Is Published 
By U.S. Treasury 


The 1961 list of insurers holding 
certificates of authority as acceptable 
sureties on federal bonds has been 
published by the Treasury Depart- 
ment. Companies are qualified as to 
states in which they are licensed to 
write fidelity and surety, and there 
is an underwriting limitation on a 
single risk of 10% of gross surplus as 
of Dec. 31, 1960. The 1960 list carries 
196 companies qualified to write bonds 
or reinsure them, plus 22 companies 
eligible for a reinsurance business 
only. 

Companies and their qualifying 
powers for 1961 and 1960 are in the 
accompanying list. Those qualified for 
reinsurance only are indicated with an 
asterisk (*). Newcomers to the list 
are those with no amount for 1960. 







1961 1960 

Accident & Cas.*® «0... 952,000 916,000 
Aetna Casualty  .....ccccccee 22,945,000 22,430,000 
0 ER EEE 9,409,000 8,924,000 
Allegheny Mut. Cas. .......... 98,000 107,000 
Alliance® _.....0...... 480,000 483,000 
American Auto ..... 5,082,000 4,621,000 
American Cas. ........ 2,238,000 2,244,000 
American Central  .......... 919,000 898,000 
Amer. Credit Indem. ...... 


American Empl. 
American Fidelity 
American General .. 
Amer. Guarantee 
American Home .. 
American Indem. 
American 














Amer. Motorists ........ , ,000, 
Amer. Mut. Liab. A »122, 
American National ........... 799,000 785,000 
American Reins. .. 3,144,000 3,363,000 
American States 1,498,000 1,400,000 
American Surety 2,313,000 2,213,000 
Anchor Cas. ..... 696,000 723,000 
PTT occciscicrrece 367,000 417,000 
Associated Indem. i 


Atlantic Mutual 
Auto-Owners 
Bankers & Shipper 


Beneficial F.&C. .... CC —— 
Birmingham Fire, Pa 531,000 467,000 
ea . 3,493,000 3,777,000 
Buckeye Union Cas. ........ 1,437,000 . 1,504,000 


(CONTINUED ON PAGE 32) 


Executives Find 
Business Facing 
Many Problems 


Few Lines Profitable As 
Competition Forces Lower 
Rates and Broader Coverage 


By KENNETH O. FORCE 


One observer recently characterized 
the business as being less well pre- 
pared to withstand a real catastrophe, 
such as an east coast hurricane, than 
it has been for many years. 

Surety is still bad. Fidelity is wors- 
ening. Crop-hail will have one of its 
worst years. The fire loss rate was up 
four to 10 points for many companies 
in the first four or five months. There 
were 11 National Board catastrophes 
in the first half compared with fewer 
than half that number a year ago. 
Automobile has improved slightly for 
some companies but is still poor. Gen- 
eral liability is not much better. Home- 
owners is close to the red, and rates 
still are being reduced for competitive 


reasons. The new commercial packages 
(CONTINUED ON PAGE 25) 


OK 23% Increase 
In Tex. Auto Rates 


An over-all 15% increase in auto 
rates has been approved by the Texas 
department. It is estimated to be worth 
about $30 million in premiums. The 
effective date is Aug. 1. 

The increases, first since 1958, apply 
8.7% to comprehensive, 10.6% to col- 
lision, and 23.6% to BI and PDL. 

There are no changes in the Texas 
safe driver plan. 
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Charles A. Lenz & Associates, St. Pete 
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rsburg surplus line agency, had the 


most unique hospitality suite at the annual meeting in Miami Beach of Flor- 
ida Assn. of Insurance Agents. Guests were received aboard the agency’s 52 
foot yacht, moored directly across the street from the Fontainbleau Hotel, 
convention headquarters. Vice-President DeYoung of the Lenz organization is 
shown assisting a trio of fair agency visitors from Clearwater: Mrs. Janet 
Randall, Condon-Meek agency; Mrs. Robert Keister, Keister agency, and Mrs. 
Albert Gauslin, Alexander & Gauslin, pictured left to right. Mr. DeYoung 
lived on board during the entire convention during which more than 300 visi- 
tors were received on the yacht. The Lenz organization is the largest writer 
in the country of coverage on the amusement industry. 
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Fla. Agents Warned On Life Invasion, 
Package Pitfalls, Price Difficulties 


Problems to come with the advent 
of life forces in the fire-casualty busi- 
ness, and problems already plaguing 
producers were analyzed in depth at 
the annual meeting in Miami Beach 
of Florida Assn. of Insurance Agents. 
Kenneth Black Jr., professor of in- 
surance, Georgia State College, eyed 
the prospect of a life invasion, while 
Robert Smith, Hollywood agent, and 
Leyton B. Hunter, London agency, At- 
lanta, dealt with present exigencies. 

Mr. Black sees the recent Connecti- 
cut General decision in New York not 
as a bombshell but as the harbinger of 
long range entry into fire and casualty 
by life interests. For one thing, the 
domestic New York companies would 
not hold still, in his view, if out-of- 
state insurers began to pick up the 
fire-casualty marbles. 

He pointed out that life interests 
are entering fire and casualty because 
of the trend toward a broadened mer- 
chandising base on which all lines will 
be sold. Life insurers, making a large 
investment in agency forces, can ob- 
tain a defense against too-rapid turn- 
over by making general lines available 
to their producers. Life company 
brokerage programs have irked career 
agents who have found themselves, 
ironically, in a less fortunate position 
than producers brokering life business, 
and have accordingly turned to fire 
and casualty production. 

Many In All Lines 

There is already a _ great criss- 
crossing move going on, Mr. Black con- 
tinued. Direct writers are in life. Gen- 
eral lines producers desiring fewer 
companies have picked up some larger 
insurers with a life affiliate. Surveys 
have proved that many life agents 
have been selling general lines for 
years. Life general agents have set up 
separate property and casualty corpor- 
ations within their frame of operation. 

Mr. Black sees companies strong in 
ordinary life and those specializing in 
‘industrial as potential invaders of 
general lines. The natural outcome will 
be increased competition with hordes 
of new producers who are dedicated 
salesmen and who are _ trained to 
“cooperate with the company.” Many 
are used to direct billing and company 


Zurich Cuts Auto Rates 
10% In Washington 


Zurich has made a 10% reduction in 
rates for private passenger and com- 
mercial automobile policies written in 
Washington. The reduction applies only 
to private passenger autos rated in ac- 
cordance with the private passenger 
automobile age-use classifications, ex- 
cluding those classified as hired cars, 
employers’ automobiles (non-owner- 
ship), funeral cars and school buses. 
For commercial automobiles, the re- 
duction does not apply to hearses, pub- 
lic automobiles and their garages, or to 
motor vehicles rated at zone rates. 





Airkem N ames Three 


Airkem has promoted Gerald E. 
Smith to vice-president in charge of 
sales for the western hemisphere and 
elected him a director. He was former- 
ly national manager of the smoke odor 
service division. 

Frederick T. Warner has been ap- 
pointed assistant vice-president, ad- 
ministration, and Claude J. Dangio as- 
sistant vice-president, research. All 
three have been named members of 
the president’s advisory committee. 


collections. They are highly competi- 
tive and hard workers. 

The life agents will tend to break 
into two groups in general lines. The 
life men who have been dealing in 
the forms of life suitable to higher 
income groups will compete for many 
fire and casualty agents’ prime busi- 
ness. The life men, who have been 
supplying the needs of other markets 
will meet the direct writers head-on 
for mass business. 

Mr. Black urged general lines agents 
to take a “whole” view of customer 
insurance needs and to adopt survey 
selling which can be their salvation. 
He recommended study of the life 
field and a plunge into it. Many sales 
even for large cases are now in pack- 
age form, he pointed out, and the 
general lines agent should be able to 
sell them. 


Specific Recommendations 
Specifically Mr. Black said, the gen- 
eral lines agent should join life associ- 
ations, select an aggressive company, 
make sure he has broad facilities in 
terms of products, accept free broker- 
age service, and stay alert to trends. 
In organizing to sell life, the agent 
can work through a broker, form a 
professional partnership with a life 
specialist, or set up a life department 
where feasible. In general, Mr. Black 
feels that it is impossible for any one 
man to be a “real pro” in both life 
and general lines. Mr. Black has been 
studying both fields for years and has 
found it difficult to master them, 
(CONTINUED ON PAGE 13) 


Legionnaires Censure 
Cal-Vet Cover Placing 


The California department of Amer- 
ican Legion has voiced disapproval of 
the present method of placing Cal-Vet 
insurance on property financed under 
the state’s Cal-Vet loans and has re- 
solved “that steps be taken to reinstate 
the previous method of handling this 
insurance so that each individual vet- 
eran shall have the freedom of choice 
as to his insurance agent and broker 
and the placing of insurance in what- 
soever properly accredited company he 
desires.” 

An overwhelming majority of le- 
gionnaires, meeting at Long Beach, 
voted for the resolution despite oppo- 
sition by Director Joseph M. Farber 
of the veterans affairs department. 

The resolution, which originated in 
San Francisco, was supported by Wil- 
liam A. White, San Francisco attor- 
ney, who told the delegates: “I’m down 
here representing no one. I just think 
the veterans are getting a raw deal.” 
He argued that the present method of 
handling the coverage denies the vet- 
eran his freedom of choice, does not 
provide a firm rate, requires full in- 
surance to value, and exposes the vet- 
eran to unlicensed, inexperienced ad- 
justers. 

Mr. Farber contended that the pro- 
gram, as now written, is better price- 
wise and includes landslide coverage. 

Originally, insurance on Cal-Vet 
loans was placed by the veteran 
through his own agent or broker. The 
coverage is now placed through the 
department of veterans affairs in Na- 
tional American of Omaha. 

Phoenix of Hartford has named 
Harold E. Rider a director. 
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Va. Agents Buck No 
Prior Approval, Eye 
Deviation Problem 


Virginia Assn. of Insurance Agents ; 


at its annual meeting in Hot Springs 
vigorously opposed by resolution or- 
ganized company efforts to attain no 
prior approval features in rating laws. 
The members also expressed concern 
about the number and extent of devi- 
ations in the state and resolved to 
recommend to the incoming adminis- 
tration that a complete study be made 
of this topic with accompanying rec- 
ommendations for action. 

Julian H. Rutherfoord, Roanoke, 
was elected president to succeed Hous- 
ton H. Coiner, Arlington. J. Norvell 
Trice, Richmond, was named vice- 
president and chairman, and Richard 
L. Beale, Bowling Green, secretary- 
treasurer. Edwin J. Morgan, Hampton, 
state national director, and Richard 
E. Smith secretary and general coun- 
sel, were reelected. 

John R. Barry, president Corroon & 
Reynolds, provided a stimulant for the 
association’s concern about deviations. 
In his familiar but indefatigable pre- 
sentation, he noted that many de- 
viations are allowed without regard 
for rating laws or formulas. He pres- 


cribed participating dividends as a sub- | 


stitute for deviations. 
Other Highlights 


A highlight of the meeting was the 
panel on automated agency account- 
ing. This discussion and the question 
period which followed led to the con- 
clusion that adoption of such a sys- 
tem would mean better control of rec- 
ords, more complete financial data and 
a firmer grip on expirations and col- 
lections—all at less cost than is in- 
volved in manual bookkeeping. Par- 
ticipants were George M. Erwin, At- 
lanta agent; Eugene A. Toale, secre- 


tary Recording & Statistical; Paul O. | 


Dow, treasurer NAIA; and J. P. Shan- 


ley, Atlanta regional manager Service | 


Bureau Corp. 

A call for positive action in solving 
problems of the business was issued 
by Porter Ellis, Dallas, president NAIA. 
Mr. Ellis conferred awards on associa- 
tion leaders for their support of the 
Big I campaign of NAIA. 

Kenneth D. Ashton, McLean, was 
awarded the past president’s plaque 
for outstanding service. The award has 
not been made since 1957. Robert E. 
Taylor, Annandale, received Maryland 
Casualty’s plaque as chairman of the 
public relations and advertising com- 
mittee for its outstanding committee 
performance during the year. Win- 
chester association took the Bernard 
P. Carter trophy for the most out- 
standing and best balanced perform- 
ance by a local board. 

A reception was held during the 
convention for T. Nelson Parker, Vir- 
ginia commissioner and president: of 
National Assn. of Insurance Commis- 
sioners. 

The association, through a _ resolu- 
tion, called for driver training instruc- 
tion in high schools and requested the 
1962 general assembly to consider sup- 
plementary financial aids to schools to 
assure such courses. 

National Council on Compensation 
Insurance has filed a general rate 
revision in Florida. No change in the 
average level of manual rates is pro- 
posed. However, rates would be in- 
creased 2.9% for manufacturing, de- 
creased 3.3% for contracting, and in- 
creased 1.3% for all other. 
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| Editors call him the backbone of America. Politicians call him the Majority Vote. 
| Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents know him well. They 
snes, provide much of the auto insurance he buys. And at the same time they are 
nn giving him opportunities, never before so readily at his disposal, to protect 
em | himself and his family more adequately with the home and life insurance he needs. 
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‘ni, | For him, for millions like him, the State Farm agent is the Family Insurance Man. 
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Adam Puts Finger On Real Communication 


The primary need of the business 
is not better methods of communica- 
tion or more know-how on communi- 
cating techniques, but courage on the 
part of those with convictions to com- 
municate what they know and believe. 
This was emphasized by John Adam 
Jr., president of Worcester Mutual 
Fire, in a panel discussion on com- 
pany-agent communication at the an- 
nual meeting in Williamsburg of Vir- 
ginia and D. C. Mutual Agents Assn. 

Mr. Adam recalled that in the mid- 
1950s, an insurance editor talked with 
the top executives of eastern compan- 
ies and found that they agreed on 
three points: 

1. The agency system had to bring 
prices on personal lines closer to those 


of the competition. 

2. The cost of distribution had to 
come down. This meant expenses of 
companies and agents had to be re- 
duced. This meant commission cuts. 

3. Some method had to be found to 
alleviate the agent’s work load and 
give him more selling time. Even back 
in the ’50s thinking was largely in 
terms of direct billing and continuous 
policies. 

When the executives were asked 
when they were going to take action 
on these matters, the answer was al- 
ways “not now.” Mr. Adam thinks 
their reasoning was that the first com- 
pany to make such moves “would get 
its head knocked off.” These execu- 

(CONTINUED ON PAGE 33) 





Something 
you can hang 
your hat on! 


Prefer real advantages you can see and sell? 
Then you'll prefer doing business with Pawtucket Mutual! 


With Pawtucket, your customers save substantially on all fire and 
allied lines and, in addition, get back generous savings on the other 
lines Pawtucket writes — homeowners forms 1 through 5, inland 
marine, and automobile physical damage. 


Pawtucket settles claims promptly through independent adjusters. 
This saves time and money, builds good will. 


Pawtucket provides you with large line facilities through member- 
ship in New England Mutual Fire Underwriters Association and 
Mutual Inland Marine Underwriters of New England. 


And Pawtucket pays liberal commissions to make saving money for 
your customers worthwhile for you! 

Add up all these advantages and you get extra profits you can see 
and count! So hang your hat with the other independent agents 
who prefer Pawtucket Mutual. Write today for full details. 





PAWTUCKET MUTUAL 
INSURANCE COMPANY 
25 MAPLE STREET, PAWTUCKET, R. I. 
Founded 1848 ...dividends since 1849 
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7 years Berore Gallfornia or Bust! 


Seven years before gold was discovered at Sutter’s Mill in Cal- 
ifornia, a group of business and civic leaders met and formed 
The Camden Fire Insurance Association. That was in 1841, and 
today, 120 years later, The Camden contributes to the living of 
four thousand men and women who work for it and represent 
it before the public. The Camden has grown to soundness and 
stability by the simple application of the Golden Rule—by 
guarding with care the funds entrusted to us and by not allowing 
ourselves to delegate agents’ problems to inexperienced hands. 


fen | Oy ee FIRE INSURANCE ASSOCIATION 
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Huebner Foundation 
Awards 1961 Grants 


The S. S. Huebner Foundation for 
Insurance Education has awarded the 
following grants for 1961-1962: 

Herman R. Bobbitt, Columbus, O.; 
Herbert S. Denenberg, Omaha; Wil- 
liam K. Ghee, Charleston, W. Va.; 
Gerald R. Hartman, Chicago; Alfred 
E. Hofflander Jr., Tampa; Ronald C. 
Horn, Indianapolis; Harry M. John- 
son, Jaffrey, N. H.; Bobbie D. Owens, 
Maryville, Mo.; Neil D. Reznik, New 
York City; Donald K. Smith, Norfolk, 
Va., and Glenn L. Wood, Scottsdale, 
Ariz. 

Awarded grants for the 1961 sum- 
mer term only: George W. Glenden- 
ning, Philadelphia, George L. Granger, 
Flint, Mich., and William A. Nye, 
Sarasota, Fla. 

The value of the grants ranges from 
$3,600 to $5,200. 


St. Louis Life Agents vs 
Rebating On School Cover 


Directors of Life Underwriters Assn. 
of St. Louis have gone on record as 
opposing the proposed plan to rebate 
commissions on property coverage 
purchased by the board of education. 
The plan, suggested by Insurance 
Board of St. Louis, is under study by 
the school board which rejected a pro- 
gram five years ago. 


Resolution Adopted 


A resolution adopted by the life 
agents’ directors said that such a plan 
“could create an atmosphere in which 
under-the-table deals might be fos- 
tered.” The resolution further stated 
that if insurers operate without com- 
pensation, they cannot be expected to 
maintain the “close interest and su- 
pervision required to insure properly 
and economically the property of the 
school board.” 

The plan suggested by Insurance 
Board of St. Louis calls for companies 
to refund commissions, which would 
then go toward driver training and 
other special educational programs. It 
is contended the plan would be legal 
in every respect and would not violate 
the anti-rebating laws of Missouri. 

The board of education will receive 
bids until July 24 on accident coverage 
for public school students. 


Bank Theft Claim Paid Within Hour 

On June 30 the Brightwood branch 
of the Bank of Commerce at Washing- 
ton was robbed of $20,000. Within an 
hour, Robert J. Pascucci, Aetna Cas- 
ualty, presented a check for the amount 
of the missing funds to Thomas Groom, 
bank president.:.The company had cov- 
ered the loss under a bond. 


Pa. WC Bills Passed And Pending 

The Pennsylvania house passed and 
sent to the senate bills increasing em- 
ployer liability for burial expenses, 
increasing medical care provisions, and 
requiring payments into a second in- 
jury fund. Two bills boosting work- 
men’s compensation and occupational 
disease benefits were recommitted and 
put back on the house calendar. 
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Iowa Capital Stock Assn. 
Elects Day, Assimilates 
Fire Prevention Group 


Iowa Capital Stock Insurance Assn. 
has elected V. M. Day, Aetna Fire, 
president. Also elected are C. M. Zim- 
merman, Hartford Fire, vice-president; 
R. C. Knudson, St. Paul F.&M., treas- 
urer; and Craig Knop, Travelers, sec- 
retary. 

The association also voted to absorb 
Iowa State Fire Prevention Assn. 


Urges Caution In Writing 


Commercial Property Form 


Brokers who sell the commercial 
property coverage recently approved 
by New York are being urged to exert 
great care in the selection of risks if 
they expect the market to stay easy 
and fluid. 

The CPC program, which developed 
net underwriting losses countrywide 
for stock companies during the three 
years 1957-59, is expected to test the 
underwriting ability of the New York 
producer, Robert D. Knapp, manager 
of the metropolitan division of New 
York Fire Insurance Rating Organiza- 
tion, told an educational meeting of 
Greater New York Brokers Assn. 

John A. Clayton, assistant manager 
of the multiple line department of 
Royal-Globe, and George W. Grape, 
superintendent of stamping and exam- 
ining of NYFIRO, discussed salient 
features of the CPC at the meeting. 
Marshall Rubenstein, chairman of the 
broker’s education and forum commit- 
tee, presided. 

Great care is needed in underwriting 
the coverage, Mr. Knapp said. The net 
underwriting loss of the companies 
was approximately $5 million in 1957, 
$4 million in 1958 and $1.5 million in 
1959. The largest single writer of this 
coverage lost more than $700,000 in 
1959. 

In the case of the CPC, the under- 
writing ability of the producer is put 
to the test, he said. Some companies 
have decided not to write the coverage 
at all. Others have said they will write 
only retail risks, provided there are 
no unusual exposures to the all-risk 
perils. He warned producers to make 
sure of the company’s position on such 
matters before attempting to sell a 
line. If there’s an adverse selection, it 
will probably result in higher rates or 
a tighter market or both. 


D. C. Managers Elect 


Insurance Managers Assn. of Dis- 
trict of Columbia has elected Chester 
I. Souie Jr., General Accident, pres- 
ident; Robert L. Waters, Ohio Far- 
mers, vice-president, and Howard M. 
Starling, Assn. of Casualty & Surety 
Companies, secretary-treasurer. 


Textile of High Point, N. C., at a 
special meeting elected Charles E. Hay- 
worth chairman to succeed James A. 
Bridger. Mr. Hayworth is president 
of Alma Desk Co., Hayworth Roll & 
Panel Co., Liberty Veneer Co. and 
Sheraton Hotel, and vice-president of 
Myrtle Desk Co. 
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Industry-wide Action 
Proves Effective With 
Missouri Legislation 


JEFFERSON CITY—Industry-wide 
cooperation against adverse legislation 
in Missouri paid big dividends this 
year when proposals to set up what 
would amount to a monopolistic dis- 
ability benefits law and a state fund 
for workmen’s compensation were de- 
feated. 

Organized labor announced its ad- 
vocacy of the disability and WC 
proposals, and the insurance people 
early in the year called a meeting to 
set up an organization to oppose any 
and all monopolistic legislation. The 
members included John Dixon, an in- 
surance attorney of St. Louis; Seldon 
Brown, Associated Industries of Mis- 
souri; Leo Lancaster, Missouri Capital 
Stock Insurance Assn.; John J. Hen- 
schke, Insurance Board of St. Louis; 
Oliver Blase, Insurance Brokers Assn. 
of St. Louis; Henry T. Vogt, Missouri 
Assn. of Independent Agents; Henry 
Bush, Assn. of Casualty & Surety Com- 
panies, and Louis H. Antoine, Ameri- 
can Auto, who served as coordinator. 
This original group was later joined 
by mutual, reciprocal, life, A&S and 
other organizations. 

The work the insurance people did 
was so effective that the disability 
benefits bill was never reported on by 
the house unemployment committee, 
although several public hearings were 
held. Failure to get anywhere with 
the disability benefits proposal caused 
the labor leaders to abandon their 
plan to introduce the state fund for 
WC, John Rollings, president Missouri 
state labor council of AFL-CIO, com- 
menting that this was the strongest 


David Shand Retires 


David W. Shand, senior vice-presi- 
dent who has been with the Chicago 
office of Marsh & McLennan for 36 
years, has retired. Mr. Shand was 
elected a vice-president in 1932, a 
director in 1951, and a senior vice- 
president in 1959. He was active in 
the development and handling of large 
industrial accounts and is recognized 
as a leading authority on casualty 
insurance. 


58 Graduated. From Gulf 
Agents’ School At SMU 


Certificates were presented by A. R. 
Buchel, president of Gulf of Dallas, 
to 58 students who completed the Gulf 
sponsored Texas agents’ school. Carl 
H. Hunt, vice-president of Texas Assn. 
of Insurance Agents, spoke at the 
graduation dinner. 

The four-week course was con- 
ducted at Southern Methodist Univer- 
sity under the direction of Joseph F. 
Trosper, head of the school of busi- 
ness administration insurance depart- 
ment. The instructors were members 
of the Gulf organization. 





Rose Joins Atlantic 


James M. Rose Jr. has joined At- 
lantic Mutual as legal assistant to the 
president. He had been an assistant 
U. S. attorney for southern district 
of New York. 


The South Carolina department 
has established an audit division in 
connection with the state’s revised as- 
signed risk plan. The new unit began 
auditing new AR business July 1 and 
will begin to check renewals Aug. 15. 
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opposition he had ever seen to a piece 
of legislation that never was even 
drafted. 

Other insurance legislation in the 
1961 Missouri legislature includes a 
bill up for signature by Gov. Dalton 
requiring an examination for a bro- 
ker’s license. There is a _ grandfa- 
ther clause, but any broker licensed 
in the period six months before the 
law becomes effective must pass an 
examination when that license is up 
for renewal. 

The legislature killed a bill calling 
for no prior approval of fire insurance 
rates, although Missouri has substan- 
tially what the fire bill calls for on 
the casualty rating side. 

This was the first session of the 
Missouri legislature since 1953 at which 
there was no advisory committee on 
workmen’s compensation. Twenty-four 
WC bills were introduced this year, 
only one of which survived, a compro- 
mise measure which increases burial 
benefits from $500 to $650, death bene- 
fit from $15,000 to $16,500 and per- 
manent partial and permanent total 
weekly maximum from $45 to $47.50. 


Rate Regulation 
Issues Reviewed 
By Gerber Of Ill. 


Director Joseph S. Gerber of Illinois 
reviewed rate regulatory problems in 
a talk before a luncheon meeting of 
Chicago Board of Underwriters this 
week that was attended by more than 
200 members. 

This was the second such meeting 
of the Chicago Board, the speaker last 
month having been John R. Barry, 
president Corroon & Reynolds group. 
Mr. Barry in his talk gave some rough 
verbal treatment to Mr. Gerber on the 
subject of deviations, particularizing 
as to Illinois and charging that a dev- 
iated rate is about the easiest thing to 
obtain from the Illinois department. 
There were about 150 on hand to hear 
Mr. Barry, and the larger audience 
this month was attributed in part to 
the expectation that Mr. Gerber would 
have a strong rebuttal. 


However, Mr. Gerber confined his 
comments on Mr. Barry’s charges to 
the simple statement that deviations 
in Illinois are reviewed by the depart- 
ment in accordance with the rating 
laws. That goes for all deviations, Mr. 
Gerber emphasized. The department 
sometimes is concerned with the ade- 
quacy of the rate in question, but in 
the absence of a test for adequacy 
the department follows the insurance 
code and accepts the judgment of the 
filer in those cases. 

Herman Bartholomay, president of 
the Chicago Board, introduced Mr. 
Gerber. He mentioned that the board’s 
golf outing is scheduled for July 18 at 
St. Andrews Country Club. The outing 
for the first time will include the 
broker members, and a record turnout 
is anticipated. 

To the regular members, Mr. Bar- 
tholomay offered the reminder that 
the midyear meeting will be July 25 
at which time an amended constitu- 
tion and new by-laws will be con- 
sidered. 

Mr. Gerber’s remarks ranged over 
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Prudential’s newly revised Group Long Term Disability Benefits 
Plan can bring you lucrative commissions. e Your Group prospects 
will be interested to learn how this plan fills the gap between 
Social Security Disability Benefits and a livable income for 
“key” people — and how it will help employers attract and keep 
valuable employees. e Prudential’s Group Long Term Disability 
Benefits Plan is a businesslike, budgetable and low-cost way 
of providing a needed coverage. In many cases the cost is only 
approximately 1% of “covered” payroll. ¢ Prudential will be glad 
to supply you with the complete details on the Group Long 
Term Disability Plan— plus the assistance of trained brokerage and 
Group experts on your Group cases. ® Send in the coupon today. 
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American Home Group 
Is Entering A&S Field 
With Special Coverages 


American Home group has expanded 
its underwriting activities to include 
A&S as a major product. The group is 
entering the field with a variety of 
coverages not usually available from 
U. S. insurers, according to President 
Creighton P. Cunningham. Specialty 
forms and special rates are being filed 
with insurance departments for writ- 
ing credit A&S, mortgage protection, 
professional association group, group 
| travel, voluntary group all-risk, and 
| other lines. 


| Converted Operations 


In the past five years, Mr. Cunning- 
ham observed, American Home and 
| State of Pennsylvania have converted 
their operations from traditional fire 
insurance businesses to full multiple- 
line underwriting. American Home 
and State of Pennsylvania’s program of 
low-cost broad-form personal insur- 
ance for individual policyholders which 
includes automobile, fire and “home 
owners” coverages has been _ intro- 
duced in several states. Both compa- 
nies have made filings of forms and 
rates for specialty coverages in fire 
and other types of insurance. Personal 
accident insurance in the form of a 
worldwide trip travel policy has been 
a part of the group’s casualty portfolio 
| for some time. 

In the near future the group will 
move its home office to enlarged quart- 
ers in American International Building 
at Maiden Lane and Pearl Street, New 
York. The building is U. S. headquart- 
ers of the AIU groups, of which Ameri- 
can Home is a member. 


McKee Jr. Named President 
Of Auto Underwriters 


Automobile Underwriters, attorney- 
in-fact of State Auto of Indianapolis, 
has elected Myron J. McKee Jr. presi- 
dent to succeed his father who has 
been made chairman. The senior Mr. 
McKee had served as president of Au- 
tomobile Underwriters since 1939. 

M. J. McKee Jr. was elected treasur- 
er of Automobile Underwriters in 1955, 
and will continue in this post. 





Royal-Globe Transfers 


Three in Texas Field 

Royal-Globe has transferred Willi- 
am R. Campbell, state agent, from San 
Antonio to Dallas, where he will take 
charge of the Fort Worth field. Wil- 
liam R. Purifoy, special agent, suc- 
ceeds Mr. Campbell, and will assist 
| R. H. Bryson, state agent. W. R. Win- 
ters has been transferred as produc- 
tion manager from New Orleans to 
Dallas. 

Mr. Campbell joined the group in 
1953 and has been state agent in San 
Antonio for five years. Mr. Purifoy, 
with the group since 1957, had been 
special agent at Dallas and Houston. 
Mr. Winters went with the group in 
| 1943 in the New York metropolitan 
| department. He has been at New Or- 
leans since 1950. 


Tenn. Capital Stock Men 


Elect Coats President 


Tennessee Capital Stock Insurance 
| Assn., at the annual meeting at Nash- 
| ville, elected B. B. Coats, Hartford Fire, 
| president. Thomas E. Duncan, New 
Hampshire Fire, was named vice-pres- 
| ident, and Edwin Myers, U.S.F.&G., 
| secretary-treasurer. 





State Farm Continues 
Decentralization; Many 
Changes Are Made 


State Farm group’s management de- 
centralization program will be extend- 
ed to its Marshall, Mich., regional of- 
fice in September, and the manage- 
ment team for that office has been 
selected. 

Robert L. Bagley will serve as re- 
gional vice-president at Marshall. He 
is currently resident vice-president in 
Michigan. Selected to serve as deputy 
regional vice-presidents were George 
W. Kibbie, now state director, and Ray 
N. Weber, now division manager for 
northern Michigan. 

Opening dates for two new State 
Farm regional offices also have been 
set and personnel appointments made. 
The northeastern office at Wayne, N.J., 
will open Sept. 5 and the lake cen- 
tral office at West Lafayette, Ind., will 
begin operations Sept. 11. 

Vernon E. Brown, assistant state di- 
rector in Michigan, has been named 
as the fourth agency director for the 
Lake Central office. John R. McGinnis, 
now divisional claim superintendent in 
the southern Indiana division, will be 
assistant division manager there. John 
F. Sullivan will be director of educa- 
tion and training and Roger M. Vance 
will be director of internal control. 
Mr. Sullivan is a district manager in 
Michigan now and Mr. Vance an un- 
derwriting unit supervisor at the com- 
pany’s southeastern office at Jackson- 
ville, Fla. 


Truesdell Agency Director 


D. C. Truesdell, now a district man- 
ager in Ohio, has been named agency 
director at State Farm’s east central 
cffice at Newark, O. 

Other promotions and _ transfers: 
Charlottesville, Va—John Handy, C. 
Whitlow Miles and Raymond O. Pow- 
ers, from assistant claim superinten- 
dent to claim superintendent; Bloom- 
ington, Ill—John Porter, from assistant 
manager tax division to manager tax 
division; Marshall, Mich—Guy Hill, 
from claim superintendent to division- 
al claim superintendent; Springfield, 
Pa.—Duane A. Dortch, from methods 
and procedures specialist (Blooming- 
ton) to director of internal control; 
Blair Harkett, from assistant claim 
superintendent to claim superinten- 
dent; Bloomington—Darwin Forbes, 
from assistant claim superintendent to 
claim superintendent (fire); Donald 
Rynell, from assistant data processing 
superintendent to data processing su- 
perintendent; Columbia, Mo.—Joe Al- 
len and John Thompson, from assistant 
claim superintendent to claim superin- 
tendent; St. Paul—Albert Kosek, from 
divisional claim superintendent to as- 
sistant division manager; Raymond 
Parker, from director of administra- 





Underwriters National 
Appoints Denham 


David S. Denham, 2nd vice-presi- 
dent Wolverine, has been named un- 
derwriting vice-president of Under- 
writers National of Indianapolis. He 
was manager of the health insurance 
department of Secured from 1946 until 
that company was purchased by Wol- 
verine and moved to Battle Creek the 
first of this year. 

Prior to his connection with Secured, 
starting in 1927, Mr. Denham was with 
the old Reserve Loan Life in Indian- 
apolis in various capacities in the ag- 
ency and underwriting departments 
prior to the purchase of the company 
by Texas interests and its move to 
that state. 
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tion to regional life manager (life); * 
Edward Peterson, from claim superit- 
tendent to divisional claim suerinten- 
dent; Salem, Ore.—Paul Shaffer, from 
senior claim representative to assistant 
personnel manager; Jacksonville— 
James Pitts and Berl Tate, from assist- 
ant claim superintendent to claim su- 
perintendent; Birmingham, Ala.—Earle 
Osburne, from underwriting unit su- 
pervisor to underwriting superinten- 
dent; Dallas—Clarence O. Gradin, from 
resident claim superintendent to divi- 
sional claim superintendent; and 
Berkeley, Cal.—Roy Chapman and 
Newton Court, from assistant claim 
superintendent to claim superintend- 
ent. 

















The best informed prospects are the 
biggest buyers of insurance. You can 
make this a whale of a year by edu: 
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new forms of insurance not presently 
carried, telling them the story of in- 
surance-to-value. Important, too, is 
the sales support Millers National and 


vide in making each sale easier. It can| 
be a whale of a year when you use 
these tools effectively. 
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Morrill Analyzes New Era, Cites Need 
Of Modern Rate Laws, Role Of Buyer 


Traditional agency companies’ 
abandonment of the adherence rule 
and their acceptance of deviations and 
independent filings as a legitimate bu- 
reau function, mark the beginning of a 
new era in the business. Thomas C. 
Morrill, vice-president State Farm Mu- 
tual Auto, sees the end of attempts to 
maintain uniformity. He expanded on 
this viewpoint in a talk at the casual- 
ty and property institute sponsored by 
southwest chapter of CPCU at South- 
ern Methodist University. 

At present competition and innova- 
tion on rate and forms are flooding 
over the personal insurance market 
and are lapping at the shores of the 
business insurance market. To this 
tide, the agency system is yielding 
ground that was once thought indis- 
pensable, and is likely to yield even 
more to preserve its place in the dis- 
tribution of insurance. 

However, no informed observer is 
likely to conclude that the agency sys- 
tem has made changes because of in- 
ternal weakness of the bureau struc- 
ture. It yielded to the onslaught of 
private initiative, using the weapons 
of the competitive process. In short, 
the independents were running off 
with the marbles, and the agency sys- 
tem had the age-old problem of adapt 
or perish. 

Mr. Morrill interjected the thought 
that the Texas casualty rating law 
makes that state an island of unifor- 
mity surrounded by a flood of compe- 
tition. When the bulk of the business 
everywhere was done at uniform rates, 
the contrast was not as great, but now 
the Texas law has become an ana- 
chronism and an anomaly in a nation 
devoted to the principle of private, 
competitive enterprise. 


Agents Puzzle Him 


Mr. Morrill said that his company 
and its agents form a _ marketing 
partnership which recognizes that their 
interests are inseparable. It therefore 
puzzles him to note that many agency 
spokesmen are opposing the progressive 
programs of their own companies. This 
does little credit to the able men who 
direct bureau company affairs, men 
who know that their first objective 
must be the welfare of their distri- 
bution system, and whose deep con- 
cern is the preservation of their en- 
terprises as significant factors in the 
business. 

The principal 
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agency spokesmen against the elimi- 
nation of prior approval are that this 
would lead to a confusing multiplicity 
of rates, to ruinous competition, to 
rate wars, to a squeeze on the small 
companies, and would reduce the regu- 
latory power of the commissioner. Pro- 
ponents of the new laws respond by 
noting that differences in prices are 
the essence of price competition. Dif- 
ferences exist in almost every other 
field of business and in many parts 
of the insurance business, and the 
public is not confused. For example, 
the spread of rates in the life business 
is substantial, Mr. Morrill said. 

As to ruinous competition, many 
companies, both large and small, are 
being hurt by rate levels held low be- 
cause of the reluctance of commis- 
sioners to take on the public criti- 
cism which the approval of adequate 
rates might bring. Many an insurance 
executive lies awake because his bus- 
iness is concentrated in an area where 


Geo. F. Brown & Sons, Inc. has one of the 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 
more accurate figures for commission, bill- 
ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 


his rates guarantee him an underwrit- 
ing loss, and where no arguments have 
sufficed to overcome the fear of po- 
litical retaliation for a rate increase. 


Comments On Bill 


That is why small companies over- 
whelmingly support the principles of 
the rating bill devised by National 
Assn. of Independent Insurers, Mr. 
Morrill observed. At least two-thirds 
of its 320 members would probably 
identify themselves as small compan- 
ies and they have been among the most 
vigorous advocates of new, liberal leg- 
islation, which would permit them to 
initiate their own rating decisions. 

As to power of the regulatory author- 
ity, Mr. Morrill sees this as enhanced, 
first, by the workings of competition, 
which will control excessiveness, and, 
second, by the freeing of the commis- 
sioner from mountains of routine pa- 
per work, which must now be under- 
taken at the initiative of the filer. 
Under the NAII bill, the regulator 
uses his powers as he elects, and at 
his own initiative, applied to targets 
of his own choosing. 

Mr. Morrill referred to organized 

(CONTINUED ON PAGE 30) 
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Mansfield, Chase 
Advanced By Gulf 


C. B. Mansfield has been promoted 
to vice-president of Gulf of Dallas, 
and J. B. Chase has been advanced to 
assistant vice-president. 

Mr. Mansfield, formerly assistant 
vice-president, takes charge of the fire 
underwriting department with Mr. 
Chase, formerly secretary, as his as- 
sistant. 

John J. Russell has been elected as- 
sistant secretary of Gulf, and Harris 
B. Ziegler becomes agency supervisor. 
Both have been in the field, Mr. 
Russell at Dallas and Mr. Zeigler at 
San Antonio. 


Chicago Union League 
To Hear Joseph Gerber 


Director Joseph S. Gerber of Illinois 
will address the insurance group of 
Union League Club of Chicago at a 
luncheon July 21. The title of his talk 
will be “NAIC Studies Rate Regula- 
tion.” Mr. Gerber is the newly 
elected chairman of the executive com- 
mittee of National Assn. of Insur- 
ance Commissioners. 





sonnel gathering the data and assembling 
it in order to provide the best service pos- 
sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
needs. For your particular problem in Fire, 
Public Liability, Automobile, Accident, 
Professional Indemnity, and all forms of 
Special Risks, write or call us. 
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Malpractice Suits 


Malpractice suits almost never cause 
harm to physicians, according to a 
study in the Journal of the American 
Medical Assn. by Robert L. Wyckoff. 
He is both a doctor and an attorney 
and is instructor in legal medicine at 
the College of Medical Evangelists in 
California. His conclusion is that the 
only losers in malpractice cases are 
the insurers. 

Dr. Wyckoff studied the effects on 
58 physicians in Connecticut of mal- 
practice suits between July 1, 1947, 
and Sept. 30, 1959. He found that as 
many of the physicians involved re- 
ported increases in business as re- 
ported decreases following action 
against them, and none had to move 
his practice because of notoriety. 

Of 17 general practitioners and 41 
specialists in the study, a small frac- 
tion reported a decrease in practice 
but none was unhappy about this. One 
specialist’s practice increased substan- 
tially as a result of a suit. Fellow 
physicians rallied around him and re- 
ferred to him a far greater number of 
cases than in the past. 

None. of the physicians sued report- 
ed any change in social or professional 
standing in the community. None had 
to face the state licensing board to ac- 
count for his actions. 


Gives Statistics 


A small number had their malprac- 
tice premiums raised and two were 
forced to change insurers. Only 28 of 
the 58 physicians involved were called 
before the ethical and grievance com- 
mittees of their local medical societies, 
and of these 25 were exonerated. The 
committees found in favor of the com- 
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Easy On MDs 


plainant in two cases and split the 
verdict in the other. 

In the suits, physicians lost four 
cases (the highest judgment being for 
$11,000); four suits were settled out of 
court before trial; 23 were dropped by 
plaintiffs without settlement; 11 were 
settled for nuisance value; two were 
dismissed in court, and in 17 the jury 
found in favor of the doctor. Dr. 
Wyckoff indicated that some of the 
cases were dropped or juries found for 
doctors probably because of the plain- 
tiffs’ inability to secure testimony 
against doctors from fellow physicians. 

Dr. Wyckoff—one of 50 men in the 
U.S. with both medical and legal de- 
grees—practices medicine in Califor- 
nia and is licensed as a physician in 
Connecticut. He was admitted to the 
California bar in 1952. His study was 
made while he was working toward a 
doctor of jurisprudence degree at Yale. 

He notes in his paper that the Con- 
necticut experience is not known to be 
typical of the nation but that his find- 
ings concerning harm to doctors from 
malpractice suits would probably be 
the same in California. He based this 
conclusion on conversations with col- 
leagues in California—a state notor- 
iously hard on malpractice. 


Knox Joins National Fire 
In Fire Post At Detroit 


W. James Knox has joined National 
Fire as associate manager in Detroit 
and Wayne County, for fire, marine, 
and multiple peril. From 1952 to 1956 
Mr. Knox was with Missouri Inspec- 
tion Bureau at St. Louis. Since then 
he has been with a company. 
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By H. W. Cornelius of Bacon, Whipple & Co., 
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AN WE TI, . : catsisncisderenscecsccasecin 74¥%2 16% 
Springfield F. 8 M. ou... 38 39 
TERVCISTS cccrcccscsescerseee 13142 134 
U.S.F.&G..__..... se 59 61 
U. S. Fire ..... abi 35% 37 


Rochester Field Club 


Elects Horton President 


Kenneth W. Horton, Hartford Fire, 
has been elected president of Insur- 
ance Field Club of Rochester, N.Y. 
Other new officers are Christian P. 
Lang, Crum & Forster, vice-president; 
Carl H. Colcord, Fireman’s Fund, sec- 
retary; and William M. Aschoff, Amer- 
ica Fore Loyalty. 


Wins NAMIA Essay Contest 


National Assn. of Mutual Insurance 
Agents has named Clair M. Rohrer, 
Landisville, Pa., winner of an essay 
contest for a scholarship to the asso- 
ciation’s summer school at Oberlin 
College. Mr. Rohrer won the scholar- 
ship with his essay on why he likes to 
do business with the general agent. 
Bunting With Auto Insurer 

George H. Bunting, deputy in the 
Delaware department, has resigned to 
go with American Military (Interna- 
tional) Ins. Assn. of Wilmington, spec- 
ialty insurer formed in 1959 that writes 
auto coverages on armed forces per- 
sonnel. Mr. Bunting will be vice-presi- 
dent in charge of U. S. operations. 

Edward J. Reider has resigned as 
manager of Pennsylvania State Work- 
men’s Insurance Fund. 
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Cooper Cubbedge, Jacksonville, 
vice-president National Assn. of In- 
surance Agents (left), at the annual 
meeting in Miami Beach of Florida 
association making the presentation of 
the past president’s award to Neil 
D. Coates, Miami. The trophy sym- 
bolizes performance as the associa- 
tion’s outstanding agent of the year. 
In addition to his numerous unofficial 
acts in behalf of the organization, Mr. 
Coates is chairman of its casualty 
committee. He also played a key role 
in the construction of the associa- 
tion’s new building at Tampa. 


lntowiele F.&C. Is Offering 
Coverage For Spoiled Film 


Coverage against blank or otherwise 
spoiled film is being offered to film 
processors by Interstate F.&C. 

The policy, which will cover black- 
and-white, color, still and movie film 
processors, is an effective advertising 
and promotional device, according to 
James P. Bingham, inland marine 
manager of Interstate. It covers the 
cost of replacement of film up to a 
maximum amount, and it is available 
to processors who deal directly with 
photographers as well as those work- 
ing for photo supply stores and others. 


Roane Buys Va. Firm 

The adjusting firm of John Roane, 
Baltimore, has acquired Scruggs & 
Spenser, Roanoke adjusters. George E. 
Scruggs has had 14 years experience 
in the handling and supervision of fire 
and casualty losses. R. Bland Spenser 
started as a freight claims agent for 
Norfolk & Western Railway and has 
had recent experience in handling fire 
and inland marine losses. 





Elkhart (Ind.) Assn. of Insurance 
Women elected Mary K. Hasse presi- 
dent. Other officers are Mrs. Thomas 
Anderson, vice-president; Lorene New, 
secretary; and Mrs. Benjamin Dockins, 
treasurer. 





“Insurance Personnel Exclusively” has been our policy for over two decades. Applicant 
clients inform us that they like the following features of our service: 


(1) No contracts or legal forms of any kind to sign 

(2) Their jobs are never placed in jeopardy by promiscuous referrals 

(3) Personal attention is accorded their applications 

(4) Four separate Departments, each administered by a trained insurance 


counsellor 


(5) A reasonable flat service charge rather than a graduated scale, predi- 


cated on a basis of starting salary 


(6) By reason of our long association the bulk of our clients pay part or 


all of our service charge 


On request we will forward without obligation of any kind a copy of “HOW WE OPERATE” 
which will supply detailed information on our operations. 





RECOMMENDED 
PRODUCTION POSITIONS 

N769 Atlanta 

DORs Ns boiscncccseccsncesae $9,000 
N770 Okla. 

rr. $8,500 
N771 Omaha 

Arras $8,500 
N772 Chicago 

ee ee $8,500 
N773 Okla. 

A ean $8,000 
N774 Kansas City 

i eee $7,800 
N775 Indianapolis 

Rr $7,500 
N776 Dallas 

Co rr $7,500 
N777 Detroit 

CEES. os pckvisanerssandennee $7,500 
N778 Ohio 

. . . 3. ABR eee $7,200 
N779 Cent. Ill. 

of Oo” ee $7,200 
N780 Milwaukee 

Se ENS. 5 cecwsnccdsnvesceee $7,000 
N781 Cent. Ohio 

oO eee ery $7,000 








Insurance Personnel Exclusively 


330 S. Wells St. 


HArrison 7-9040 


Chicago 6, Ill. 





SUPERVISORY 
MANAGERIAL POSITIONS 

N782 East 

Ts Mee NES. ioe eke cu csn¥nied ee $15,000 
N783 Hl. 

EE ee ee See eee $14,500 
N784 Chgo. 

cre ere $11,500 
N785 tl. 

Pre Gees. RIGKS MET. onc ccccccccsvcs $10,000 
N786 Ohio 

Ns dc vss wacnierisoevaed oe $ 9,000 
N787 N. Eng. 

6's te bdca ne ke tke one $ 9,000 
N788 W. Cst. 

INE Sits os Ru orn x wa woa/vaaae $ 9,000 
N789 Chgo. 

OC $ 9,000 
N790 M. West 

ES a nwaank he sa.ccnicakcns ine $ 8,500 
N791 Texas 

I NG os vic accseabncseued $ 8,500 
N792 Chgo. 

_ J  __ GERRARA er reery fer cece $ 7,500 
N793 Mass. 

See oe $ 7,500 
N794 Mich. 

Ps Me HES cv cinccnvpedeceend $ 7,500 
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HteNATIONAL UNDERWRITER 


’ An Old Friend Tells The Story Of 


Clarence Axman’s Colorful Career 


For no special reason other than the Mich. There are a few trivial matters 


amply sufficient one that he is an old 
friend with a long career in insurance 
newspaper work, Clarence Axman, ed- 
itor of the Eastern Underwriter, was 
recently the luncheon guest of his fel- 


such as dates that wil] be dealt with 
lightly so as not to clutter the narra- 
tive flow. So, suffice it to say that this 
took place in the 19th century. His 
father, Philip Axman, was a merchant 


date for city treasurer. 

When Mr. Axman was 12 (still in 
the 19th century), the family moved 
to Canton, O., to a house on Market 
Street. William McKinley was another 
resident of the street, and later he con- 
ducted his famous front porch cam- 
paign from this place. Still another 
Market Street resident was William R. 
Day, who later became McKinley’s 
Secretary of State. Mr. Axman recalls 
that his main pals in Canton were the 


9 


off for Chicago to make his own way. 
In a whirlwind manner he commenced 
accumulating experience and deciding 
what he was not going to do with his 
life. He matriculated at the Art Insti- 
titute, but quit after two days. He 
signed up for YMCA night school, but 
vamoosed the next week when he 
found on the bulletin board a notice 
that he had been elected president of 
his class. He had a brief career in the 
law. He entered the law office of a 



















































































low members of the Unorganized In- and a leader in community affairs. For two sons of Mr. Day. “counsellor” named Carlyle, who told 
surance Newspaper Men of New York. instance, he was at one time a candi- At a certain age Mr. Axman took (CONTINUED ON PAGE 22) 
The occasion reminded Levering Cart- 
wright, president of Cartwright, Val- 
leaau & Co., Chicago securities firm, 
; and former executive editor of The “ai 
—n. National Underwriter, that he had writ- ‘ 1 
7 ten a biographical piece about Mr. Ax- y . 
una g te Mecraphionl piece about Mr. Ax- | (ne of @ series of Great Mutual Efforts: 
iy lished. Here is the article. 
Neil By LEVERING CARTWRIGHT 
a Clarence Axman got a call the other 
s0Cla- 4 svening that evoked gasps of admira- 
year tion and incredulity among those in 
ficial the room who knew him. He was 
b Mr. cited at the 60th anniversary banquet 
— of National Assn. of Insurance Agents 
seated in New York City for having reported 
the organization meeting of the asso- 
ciation in Chicago in 1896. This was a 
fact that Mr. Axman had kept to him- 
ing self until a few months ago, when he 
ilm happened to mention it to a friend. In r 
rwise the light of Mr. Axman’s present 
film strength and the fullness of his pro- ' 7 
fessional activities as editor of Eastern ° @ oO 
lack- Underwriter, the friend showed signs 
. film of simply being tolerant of such a tale. ‘ 6 
tising So Mr. Axman took steps to produce a : 
ng to photostatic copy of the story that he : 
arine wrote on the NAIA’s genesis for the d 
s the old Insurance Herald of Louisville. And 
to a that is how the story got on the road. 
ilable Mixed Feelings 
with 
vork- Mr. Axman must view this identi- 
thers fication of him with the past with 
mixed feelings. He naturally takes sa- 
tisfaction in this singularly long record ; N 
of influential participation in the = 
oane, stream of insurance activity. But he is 
gs & too much of a contemporary dealer in sf 
ge E. today’s and tomorrow’s grist of insur- p . ] 
‘zence ance not to be impatient with this in- { 
f fire trusion of the old timer aroma. 
enser This citation gave me the impulse ; 
it for to corner Mr. Axman and try to =3 
1 has penetrate the mist of years. His friends ’ 1 
3 fire who are familiar with his free-wheel- 
ing mentality and the kaleidoscopic as- 
sociation of ideas, events and person- . 
rance alities in his conversation will be res- 
yresi- pectful of the accomplishment of get- b 
omas ® ting the biographical facts together (Northwestern, 
New, singly and more or less in order. For t} ¢ = 
-kins, despite the clarity of Mr. Axman’s Lat 18) 
writing and editing he is famed for 
— fragmentation, ellipsis, and cubism in 
speech. ‘ - ‘ P ° . ° P 
So, with apologies to the subject's With a bit of inspired ingenuity, a pail of whitewash and a whole neighborhood full of 
sensitivities, his earlier varied experi- 4 . : ; 
ences are here set forth. : mutual effort, Tom Sawyer turned a weary task into literally child’s play. It still works. An 
—_ Was Intense Rover agency agreement with Northwestern gives you ready help to make the job go easier. You 
4,500 Mr. Axman has been a fixture for 
one the second part of his business life. | Offer all the extra advantages of proven mutual 
ut in his earlier stage he was an in- ; j 
0,000 tense rover, a deliberate seeker after sitet prompt claims handling, modern package ) 
9,000 experience, and one to shun wearing | policies—plus all the extra service of your a 
_— any man’s collar. In drawing him out 
: I got the impression that he always .| OWN local agency. the fence— 
9,000 Managed to slip away from a place jutiiesee 
9.000 just before he became invaluable to write today 
: someone and was in peril of adhesion. for details 
8,500 He required stimulation, variety and } NORTHWESTERN ii’ 
8.500 | # Speed and he set out to serve himself of an agency 
to such a fare. He is still doing it and sper aera nie oiler pany hs ende agreement. 
7,500 in just as great a measure as ever, : . 
7,500 even though he wears the Eastern Un- 
derwriter collar. 
iene Mr. Axman was born at Port Huron, FIRE © CASUALTY «+ AUTOMOBILE « INLAND MARINE 
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WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 


COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


EXCESS LIABILITY 


Ail 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,060 /380,600 /100,600. 


AVIATION 
INSURANCE 


SPECIALIZING IN GENERAL AVIATION RISKS 


¢ FIXED BASE OPERATORS 


FLYING SCHOOLS 
CHARTER AIR TAXI 
REPAIR - MAINTENANCE 
HANGARKEEPERS CONSTRUCTION 








¢ AIRPORT MANAGERS 
¢ BUSINESS FLEETS 


Consideration will be Given to Either a Guaranteed 
Cost Basis or Retrospective Rating Plan 


A CONCENTRATED SERVICE HANDLED BY 
A TEAM OF EXPERTS AND SOLD THRU BROKERS 


AMERICAN MERCURY 
INSURANCE Co. 


John F. Idler, President 


CON ate, 
tc, °C 
= o, 


7 > 2251 Wisconsin Avenue, N.W. 
as) Washington 7, D.C. « Federal 7-3131 


rated A-+- (Excellent) Best's Insurance Reports 
—Domestic Reinsurance 





PRIMARY COVERAGES IN [ILLINOIS 
GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 

% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


OLT—MFRS. & CONTRACTORS 


Coverages. 


SURPLUS LINES 


OUTSIDE ILLINOIS —. Through Licensed 
Surplus Lines Agents in These States 
And Territsries Which Permit Nen- 
Admitted Carriers To Write Li 





NOW WRITING FIRE AND INLAND MARINE 





AT BOARD RATES IN ILLINOIS « « ¢ « 


AND SURPLUS FIRE AND INLAND MARINE 











";IN OTHER STATES AS A NON-ADMITTED CARRIER 
e © ¢ ¢ LARGE SINGLE RISK CAPACITY « « « « 
























FIDELITY GENERAL 


RAndolph 6-4060 





A STOCK COMPANY 


INSURANCE COMPANY 


222 West Adams Street 
Chicago 6, Illinois 


Russell H. Perry 
Succeeds Gaffney 
At Republic Helm 


Executive Vice-president Russell H. 
Perry has been elevated to the presi- 





Russell H. Perry Hugh H. Gaffney 


dency of Republic. He succeeds Hugh 
H. Gaffney, who relinquishes the chief 
executive officer duties to become 
vice-chairman. 

Mr. Perry joined the company in 
Chicago in 1932 as a clerk, and in 1945 
he became manager of the eastern de- 
partment. He subsequently served as 
resident secretary, vice-president, and 
since 1959, executive vice-president 
and a director. 

Mr. Gaffney has been with Republic 
40 years and has been president since 
1942. During his tenure at the helm, 
assets rese from $9,256,000 to $51,823,- 
795. 


Horton Adjustment Has 


New Corporate Setup 

LOUISVILLE—Horton Adjustment 
Co. of Louisville has been dissolved 
and Horton, Haberlin & Wilson has 
been formed with Benjamin Horton as 
chairman, Frank A. Haberlin as pres- 
ident and Earl R. Wilson as vice-pres- 
ident. 

At the same time the territory of 
Coons & Horton of New Albany, Ind., 
has been expanded to include the ter- 
ritory in Ohio previously serviced by 
Horton Adjustment of Louisville. 
Coons.& Horton was organized as an 
offshoot of Horton Adjustment in Octo- 
ber, 1960, with Mr. Horton as chair- 
man, Harold M. Coons as president and 
Jack W. Womack as secretary. 

Plans also were announced for the 
construction of a new office building 
at Louisville to house Horton, Haber- 
lin & Wilson. 


Joins Ky. Agents’ Assn. Statf 
Miss Bertha L. Blandford has joined 
Kentucky Assn. of Insurance Agents as 
administrative assistant to Walter R. 
McCord, secretary-treasurer. 
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Auto Rates In Cal. 


Revised; 2nd Car 
Discount Extended 


California private passenger auto 
rates have been revised, effective July | 
1, National Bureau and National Auto- 
mobile Underwriters Assn. have an- 
nounced. The revisions mark the first 
significant change in the basic level of 
rates since January, 1959. For a typical 
family car, the premium changes will 
range from a decrease of $16 to an in- 
crease of $7. 

In addition, 1A rates for families 
with more than one car are being lib- 
eralized. Presently, one family car is 
charged the regular rate, while sec- 
ond car is discounted 25%. Under the 
new plan, all cars will be discounted 
20% on liability and 10% on collision. 
The discounts are in addition to any 
the family may enjoy as a result of the 





safe driver plan, and they will also be ® 


applicable to risks with poorer driving | 
records. 

Minor changes have been made also | 
in commercial car levels, varying up- 
ward and downward. 


Coleman Establishes 
Appraisal Service 


Harold J. Coleman has opened of- 
fices in Springfield, Mass., as valuation 
consultant and appraiser for insurers, 
agents and adjusters for New England 
and eastern New York state. For 15 
years he was with Springfield F.&M. 
He appraised buildings of all types 
throughout the east before going to 
the home office as supervisor of the 
engineering department. 

Mr. Coleman was awarded the desig- 
nation of American Society of Ap- 
praisers in the specialized field of in- 
surance appraising, as well as that of 
International Society of Residential 
Appraisers. He is vice-president of the 
Boston chapter of American Society 
of Appraisers and president of western 
Massachusetts chapter of Society of 
Residential Appraisers. The latter re- 
cently released “Residential Cost Man- 
ual,” of which Mr. Coleman is co- 
author. 


Westfall Joins Brown Bros. 


F. J. Westfall has joined the San 
Francisco staff of Brown Brothers Ad- 
justers as head of the surety and fidel- 
ity claim department. For 12 years | 
Mr. Westfall has been San Francisco 
claim manager of Massachusetts Bond- | 
ing. He has been in surety claims work 
since 1937. 











CONSULTING 
AVERAGE 


Chicago New York San Francascc 


Buffali Duluth {tlanta Miami 





Marsu & McLENNAN 


INCORPORATEO 


Insurance Brokers 


ADJUSTERS 


Minneapolis Detroit Los {ngeles 
Boston Pittsburgh Seattle St. Louts 


Phoenix Cleveland Norfolk Charleston Oakland San Drege 


Montreal ‘Toronte Vancouver Calgary Havana Caracas London 
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Dietz Is President 


HteNATIONAL UNDERWRITER 


Zurich Promotes 
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Of Public Adjusters Mobley At Atlanta | 
| Martin Dietz, New York, was elected Zurich has promoted Alan G. Mob- 
president of National Assn. of Public ley, boiler and machinery production 
Insurance Adjusters at the organiza- and underwriting | 
rien tion’s annual meeting at Kiamesha supervisor, to 
‘ uz Lake. He succeeds George F. Sigler, branch sales su- 
uto- Passaic, N. J. perintendent in 
. coral New vice-presidents are Simon Atlanta. He = suc- 
- Clark, Philadelphia; Norman B. Good- ceeds Joseph E. 
sm a man, Baltimore; Sidney Greenspan, Murphy, who has 
ye Los Angeles, and Joseph L. Hochberg, ‘ois o resigned. 
a New York. Gerald E. Marshall, New —— , Mr. Mobley 
alias York, and Ira J. Sarasohn, Newark, “~ i joined Zurich at 
ne are secretary and treasurer respec- "s Detroit in 1956 as 
nilies tively. aw" an underwriter in 
3 lib- New directors are Thomas H. Blon- the boiler and ma- 
= 2 dell, Chicago; Irving E. Caplan, Pitts- Alan G. Mobley chinery depart- 
x.) burg; Milton Fratkin, New York; ment. In 1958 he 
r the George H. Hall, Jamaica, N. Y.; How- Was promoted to supervisor of that de- 
inted ard F. Humphrey, Paramus, N. J.; Les- partment’s production and underwrit- 
pene | _ lie Ibur, St. Louis; Charles I. Jacobson, ing and transferred to Atlanta. 
) any | Detroit; Alex N. Sill, Cleveland, and Before joining Zurich, Mr. Mobley 
of the Joseph Supornick, St. Paul. was a safety engineer for American 
SO be 3 pat Surety at Detroit. 
‘iving P 
_ §D Plans Are Working Well, 
- Poll Of Brokers Reveals Southern Cal., Arizona 
: The governing committee of Nation- Handbook Is Published 
al Assn. of Insurance Brokers at a A new Underwriters Handbook of 
meeting in New York heard the re- | Southern California and Arizona has || 
sults of a poll of members on the safe | jyst been published by the National 
driver plan of National Bureau. On bal- | Underwriter Co. It provides com- 
ance the plan is working well, accord- plete and up-to-date information 
1a ing to the report. The two major criti- on the agencies, companies, field 
atten cisms by brokers are the expense of | men, general agents, groups and 
een handling the plan and the unfairness | other organizations affiliated with 
fan d of certain aspects of the point system. insurance throughout these states. 
a a The committee voted to continue to | Copies of the new Southern Cali- |, 
> &M. cooperate with the commissioners un- fornia and Arizona handbook may || 
types oumorined insurance committee toward be obtained from the National Un- 
ng to improving the provisions of the NAIC | gerwriter Co. at 420 East Fourth 
f the} model bill. The brokers group previ- | Street, Cincinnati 2, Ohio. Price $15 
ously had found the third draft detri- each. 18 
jesig mental to the interests of insured. 
esig- , 
' Ap- 
of in- 
iat of : 
f the ROYAL-GLOBE’S new apartment 
cit SURPLUS LINES h , 
7 of ouse policy PIiUuS boiler and 
r re- Retrospective ——_— 
Man- Ph e a + a 
$ c0- ysical Damage machinery, with savings up to 20% 
e 
; General Liability Royal-Globe has pioneered this new dimension in 
- ‘s packaged coverage. Royal-Globe agents are first in 
an ‘ P ° ° 
3 Ad- Fire offering the new apartment house owner's policy with 
fidel- | a BIG PLUS: boiler & machinery coverage, designed and 
ars , ; 
shen es introduced by Royal-Globe, tailored for apartment 
3ond- | house owners and motels, and subject to the same com- 
wom petitive rate reductions (up to 20°/o) as the rest of the 
ine EXCESS LIABILITY policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 
Auto Liability e 
able in many states. 
° 
General Liability aa 
e “e flog, 
Limits Above \ aad 
mama *sunnn 
Assigned Risk | < 
INSURANCE COMPANIES New York 38, New York 
ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
ry Amember of the Cosmopolitan Group 
Cosmopolitan Insurance Company 
A multiple line stock company 
4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, lilinois 
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Midwest Field Men 
Meet At Chicago 


Midwest field association leaders 
were briefed on current trends in the 
insurance industry and learned of new 
public service and public relations pro- 
grams at a two-day conference in Chi- 
cago last month. Sponsored by the 
midwest office of Insurance Informa- 
tion Institute, the conference was at- 
tended by 34 officers and representa- 
tives of field organizations in 15 states. 

The agenda included discussions on 
rate regulatory laws, educational pro- 
grams, press relations, speakers bu- 
reaus, town inspections, catastrophe 
procedures and similar subjects. 


Richard Sharpe, 
U.S.F.&G., and 
Robert McGlone, 
Crum & Forster, 
from the Mountain 
States field club, 
and Jack Dahl- 
gren, Agricultural, 
and Lyle C. John- 
son, Beals general 
agency, from Ne- 
braska field club, 
at the III midwest 
meeting. 


HeNATIONAL UNDERWRITER 





Among the guests and advisory 
committee members of Insurance In- 
formation Institute at the meeting of 
IlI at Chicago for midwest field men: 
From left, Henry Griffendorf, midwest 
manager National Bureau; 


Fred H. 


















Field men from Michigan, Missouri, the Dakotas, Indiana, Tennessee and 
Ohio at the midwest regional meeting sponsored by Insurance Information 


Institute: 


_ Top, from left—Thomas Duncan, New Hampshire, and B. B. Coats, Hartford 
Fire, from Tennessee. Joseph Bergin, Royal-Globe; Wilton Petersen, Royal- 
Globe; Marvin Simpson, London & Lancashire, and Robert Aurelius, St. Paul 


F. & M., from Indiana. 


Center—Norman Strayer, Crum & Forster, and William Klosterman, Ameri- 
can, from Missouri; Patrick Murphy, American, and Kenneth Foster, Van Camp 
general agency, from South Dakota, and Donald Elvig, American, and Charles 
Todd, Hartford Fire, from North Dakota. 

Bottom—Michigan representatives John Heyboer, Great American; Michael 
Grob, Aetna Fire, and Arthur Walker, Travelers. From Ohio are Hoyt Hammer, 
U.S.F.&G.; H. B. Pence, American, and John Donnelly, America Fore Loyalty 


group 


Sabin, midwest manager NAUA; H. 
K. Murray, assistant general manager 
at Chicago of General Adjustment Bu- 
reau; Kent Shamblin, assistant in the 
midwest office of III; John Hommes, 


manager Western Actuarial Bureau; 
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Miles C. Formo, Great American; E. D. 
Whipple, Aetna Fire; W. H. Moloney, 
Hartford Fire; J. Carroll Bateman, 
general manager, and Walter G. Dith- 
mer, 
Information Institute. 





On hand from Kentucky, Iowa, Wisconsin, Illinois and Minnesota for the 
Insurance Information Institute regional meeting with field men of the midwest: 

Top; from left—David J. Boyle, Royal-Globe, and N. W. Wilson, Cherokee, 
from Kentucky; Francis Bruns, Phoenix of Hartford, and Gregory Neybert, 
Fireman’s Fund, from Wisconsin, and Howard H. Genz, America Fore Loyalty, 
and Alton Goodspeed, Hartford Fire, from Minnesota. 

Bottom—Virgil Day, Aetna Fire, and Charles Lenihan, American, from Iowa, 
flank the Illinois and Cook County representatives, Robert Fitch, U.S.F.&G., 
and John Semple, American Home (Illinois), and Carl Corradini, Springfield, 


and Otto Drayko, Hartford Fire (Cook 


County). 





Central Mich. Health 


Underwriters Elect 


Harvey T. Chadwell, Jackson, has 
been elected president of Central Mich- 
igan Assn. of Health Underwriters. 

Other new officers: Virgil Elliott, 
American Hospital-Medical Benefit, 
president-elect; Wayne Branch, Amer- 
ican Bankers Life, vice-president, and 
Francis Barnhart, New York Life, 
secretary-treasurer. 

The association, which now boasts 
the largest membership of any local 
health association in the state, heard 
a report on the national association’s 
meeting in New York. 


Zurich Names Spencer 


Zurich has named W. R. Spencer a 
multiple line sales representative in 
northern Indiana, working out of In- 
dianapolis. 

Before joining Zurich, Mr. Spencer 
was branch manager for General of Se- 
attle at St. Louis, Kansas City and In- 
dianapolis, and sales representative 
with Hardware Mutual Casualty at 
Bowling Green, Ky., and Cincinnati. 


Six Presidents Attending 


Management Seminar 

American Management Assn.’s man- 
agement seminar for presidents at 
Saranac Lake, N. Y., July 9-14, is be- 
ing attended by six chief executives of 
insurers. On the fire and casualty side 
they are John T. Gurash of Pacific 
Employers; William C. Harris of 
Phoenix of London group; and J. M. 
Sweitzer of Employers Mutuals of 
Wausau. The life presidents are Henry 
R. Roberts of Connecticut General Life, 
Calvin L. Pontius of Fidelity Mutual 
Life, and Reginald L. Jensen of Ins. 
Co. of America, Salem, Ore. 


Weedon Agency Honored By N. H. 


To mark the 60th year of representa- 
tion of the New Hampshire group by 
the J. C. Weedon Co. agency of Wash- 
ington, D. C., J. C. Weedon was hon- 
ored at luncheon there. He was pre- 
sented with an engrossed certificate 
by Secretary Martin F. Bardord. Also 
attending were State Agent Frank Mc- 
Gillan and Special Agents Robert L. 
Chaney and Robert Lucier. 
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Problems Analyzed At Florida Agents Meet 


(CONTINUED FROM PAGE 2) 
much less selling them at the same 
time. 

Mr. Smith, who publishes the Rapid 
Rater for Florida and other states, 
sees a lot of pitfalls as well as poten- 
tial profit in package policies under 
the bureau multi-peril programs. He 
cited an example: The motel package 
discount is 25%, which means that 
the agent writes it at 75% of specific 
rates. The agent gives credit at 80% 
of specific rates, so for every 75 cents 
charged he returns 80 cents as far and 
as long as the existing insurance will 
go. 

Mr. Smith said he used this example 
to show that in the credit for existing 
coverage, the rules are so loose that 
the agent can make competitive hay, 
or have shenanigans pulled on him by 
other producers where he has specific 
insurance on an eligible risk. 


Points To Pitfalls 


Companies have been “difficult” 
about granting personal injury liability 
coverage to owners of habitational 
properties, Mr. Smith continued. He 
noted that this is distinguished from 
BI in that it involves false arrest, libel, 
slander, invasion of privacy, wrongful 
eviction, wrongful entry and other 
protection. There have never been 
manual rates for these coverages, and 
any quotations Mr. Smith ever had 
have been high when he could get 
them at all. 

Now, under the new programs, the 
personal injury liability feature is ex- 
tremely cheap, and the rules provide 
no minimum premium. Depending on 
each company’s attitude on this, the 
agent may have a good competitive 
weapon. For example, the premium 
for minimum limits for invasion of 
privacy, wrongful eviction and wrong- 
ful entry coverages on a 100 unit 
motel is $9 a year. This situation pro- 
vides a good example of how the 
multi-peril programs depart from 
bureau operations in the past. 

Mr. Smith thinks that one of the 
most dangerous and least obvious pit- 
falls lies in the premises, burglary, 
robbery and theft coverages in the mo- 
tel policy on which the basic policy 
80% coinsurance clause applies. This 
is an oversight, in Mr. Smith’s view, 
but the agent will be passing to insured 
a policy with coinsurance on these 
coverages, and it would be well for 
him to work this situation out with 
his companies. 

Traditionally, the term “robbery” 
means coverage on money when in- 
sured is held up, Mr. Smith went on. 
But the package “robbery” coverage 
does not include money, but furniture 
and fixtures, as does burglary. If a 
robber holds up insured and leaves 
with a couch, it will be covered, but 
if he “happens to prefer the money in 
the cash drawer” the agent will come 
to grief unless he has written a sepa- 
rate robbery policy or the compre- 
hensive crime cover available with the 
package. 

Multi-peril programs are here to 
stay, and whether the agent prospers 
or suffers under them is strictly up to 
him, Mr. Smith concluded. 


Analyzes Price Problem 


Mr. Hunter pinpointed the trend 
toward emphasis on price of insur- 
ance, using Florida as an example. In 
late 1960 the Florida Inspection Rating 
Bureau served 220 member or subscri- 
ber companies. Of this number, only 
34 did not offer some special policy or 
a rate deviation, either or both of 
which are designed basically to pro- 


duce a lower cost. 

Disregarding special forms such as 
PIP and other packages generally 
written by the members and subscri- 
bers, there were 359 deviations of one 
kind or another in Florida in 1960, 
Mr. Hunter noted. To these must be 
added the deviation filings of non- 
bureau companies. To cope with com- 
petition from such a variety of pro- 
ducts, the agent has only the weapons 
of quality salesmanship and agency 
service. 

Every company is under pressure 
to some degree to produce a product 
of lower cost, Mr. Hunter declared. He 
wonders if this pressure originates 
with the buying public or whether it 
is stimulated by the agency system 
in seeking an “easier sale based on 
price.” 

Mr. Hunter did not answer the 
question of the source of demand for 
lower prices, but told the agents to do 
some soul searching. He warned them 
that the profit squeeze on agencies 
will become acute from deviations 
alone, if the present trend continues. 
Greater sales volume and efforts to 
attain lower operating costs were 
among his recommendations. 

Maurice Herndon, Washington rep- 
resentative of NAIA, reported on de- 
velopments in the capital affecting in- 
surance. He stressed the growing im- 
portance of organized associations in 
the future of the agency system. 

Eugene A. Toale, secretary of Re- 
cording & Statistical, outlined his 
firm’s facilities for automated agency 
accounting. His comprehensive pre- 
sentation was the subject of a good 
deal of corridor and hospitality room 
discussion. The agents see great po- 
tentials in mechanization of their ac- 
counting and other paper work. 

The boards of Tarpon Springs, Day- 
tona Beach, Orlando and Jacksonville 
took fire prevention awards in cate- 
gories based on population. On the 
same basis, the boards of Daytona 
Beach, the Palm Beaches and Greater 
Miami won accident prevention awards 
for scrap books. For accident preven- 
tion posters, Broward County Insurors 
took two junior high savings bond 
prizes in behalf of student-artists in 
its territory, and one in the senior high 
division. Greater Miami won the other 
senior award. 


““ANOTHER SUCCESS!?? 


report Dick McAfee and Charlie Ricke, 
St. Paul a . Mercedes, Texas 
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“We covered a rodeo for a $1,250 premium 
with St. Paul’s Rain Insurance” 


*“We’re not big-city agents used to 
dealing with big-city exposures, but 
when the unusual came up—there was 
the St. Paul ready to help us!” write 
St. Paul Agents Dick McAfee and 
Charlie Ricke, Mercedes, Texas. 


“A rodeo company wanted a guarantee 
on gate receipts for 5 performances. 
We suggested St. Paul’s Rain Insur- 


HOME OFFICE 
385 Washington St, 
St. Paul 2, Minn. 


w | 
NEW ENGLAND DEPARTMENT sh whetc Trscrane 
10 Post Office Square 3 


Boston 2, Mass. 


Crmpantes Sy 





ance .. . closed the sale for a $1,250 
premium.” 


You, too, will be pleased with the 
St. Paul because in it you have a full 
multiple-line facility. One company 
offering MultiCover, Umbrella and 
Multiple Coverage Plans. 


Get full details . . . and find out how 
you can be a successful St. Paul Agent 
by writing your nearest St. Paul Office. 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 


The Agency System... An American Tradition 
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A MULTIPLE LINE COMPANY 





Atlanta * Cincinnati * Dallas 





Kansas City * Los Angeles * Oakland 
Portland * San Francisco * Seattle 
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Conventions | Te 


July 16-22, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., 
Statler-Hilton Hotel, Boston. 


Aug. 6-10, Honorable Order of the Blue Goose, 


annual, Statler Hotel, New York City. 
Aug. 10-12, Louisiana mutual agents, annual, 

Edgewater Gulf Hotel, Edgewater, Park, Miss. 
Aug. 13-16, West Virginia agents, annual, The 

Greenbrier, White Sulphur Springs. 


Aug. 17-19, Texas mutual agents, annual, 
| Texas Hotel, Ft. Worth. 
| Aug. 20-22, Montana agents, annual, Finlen 


Hotel, Butte. 

Aug. 21-22, South Dakota agents, annual, Mar- 
vin Hughitt Hotel, Huron. 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, La Fonda Hotel, Santa Fe, New 
Mexico. 

Sept. 7-8, Utah agents, 
Hotel, Salt Lake City. 
Sept. 7-9, New Jersey agents, annual, 

more Hotel, Atlantic City. 

Sept. 7-9, New Mexico agents, 
Fonda Hotel, Santa Fe. 

Sept. 10-12, Kentucky mutual agents, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire 
The Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Radisson Hotel, Minneapolis. 

Sept. 13-15, Minnesota agents, annual, Kahler 
Hotel, Rochester. 


annual, 


annual, La 
annual, 


agents, annual, 


| 

| Sept. 14-15, Conference of Mutual Casualty 

| Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 

Sept. 17-19, Oregon agents, annual, Benson 


Hotel, Portland. 


Sept. 17-19, West Virginia mutual agents, an- 


nual, Frederick Hotel, Huntingdon. 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 17-20, International Claim Assn., annual, 


annual, 


Newhouse | 


Tray- 














The Greenbrier, White Sulphur Springs, 
W. Va. 
| Sept. 18-19, Vermont agents, annual, Wood- 
| stock Inn, Woodstock. 
| Sept. 18-20, Michigan agents, annual, Grand os 
| Hotel, Mackinac Island. an 
Sept. 19-22, Mutual Loss Managers Conference, You want to talk to Ste 
annual, Edgewater Beach Hotel, Chicago. ° 99” 
é | Sept. 20-22, Kansas mutual agents, annual, my uninsurables i 
f Jayhawk Hotel, Topeka. 
Lo | oe. eke Gee agents, annual, Chi- "me 
: | Sept. 25-27, National Asm. of Insurance | OG: Sure! No one ever talks to them 5Ot 
Pn gear yrs - CHOU. anausi Shera about Life . . . take one of iat good cli- be 
After fire or physical disaster [] when lost time means lost —_| "ton Park Hotel, Washington, D.C.’ ‘| ents who is uninsurable . . . you make = 
. 3 | Oct. 1-4, National Assn. of Mutual Insurance | him very happy if we analyze his policies ye 
income [_] when shock costs wipe out cash reserves [[] when Companies, annual, Statler Hotel, New York | . . , show him how to get more out of his | =“! 
> ° ° ° Oct. 3-5, Wisconsin agents, annual, Schroeder premium dollars. 
a public image must be maintained regardless of costs [] Hotel, Milwaukee. Seiliie, Min teats ailaeiiel — 
. : ¥ | Oct. 5-6, New England mutual agents, an- 8 0 BSS Pesneed . . . 80 WAM: 
when supply or service rendered must be continued to retain | ak, WeRtee ny -een, “PUNO, | cm. a, . . hall Gell file Soles whet @ 
; . | Oct. 5-7, Arizona agents, annual, Bright Angel | great job you did . . . he’ll become a cen- 
customers CJ Reliance TIME ELEMENT COVERAGE —— ee “agp soe , ’ ter of influence that will bring you pre- 
4 . » ct. -11, ort arolina agents, annual, * . h 
ew M4 “4 : : nes a oie Vi who 
keeps your client in business [] talk to your Reliance Field- | Carolina’ Hotel, Pinehurst. ferred leads . . . friends at his level 
TEL RAD ; ; . | are insurable! 
oF 8-10, Missouri agents, annual, Governor 
} . | otel, Jefferson City. x . 
man about Reliance TIME ELEMENT COVERAGES Gut. S48, Heatinient hien. t Coan nes | OO De een ie 
‘ a P Agents and National Assn. of Casualty & i 
today [_] or write the home office [] time lost is TIME Surety Executives, annual, The Greenbrier, | CG: Sure, our time! We have the techni- 
; White Sulphur Springs, W. Va. cal knowledge and the staff to handle all 
ELEMENT COVERAGE lost! Oct, 10, Insurance Economics Society, annual, | the paperwork. It’s like adding a Life 
Oct. 15-18, National Assn. of Mutual Agents, Department to a corner of your office 
annual, Sheraton-Cadillac Hotel, Detroit. without adding overhead. But you get all 
Oct. 16, Rhode Island agents, annual, Sheraton | the commissions... in fact, you can 
ance 6 Biltmore Hotel, Providence. . fits 15%, ' 
x Oct. 16-18, Michigan mutual agents, annual, increase your protits /o OF More a year: 
3 Sheraton-Cadillac Hotel, Detroit. . 
row J P Oct. 17-18, Massachusetts agents, annual, Shera- YOU: Well, that’s better. What next? 
Speniar ton Plaza Hotel, Boston. 
Insura AGENT ¥ : 
e —_ ee Oct. 19-22, Colorado agents, annual, Broad- CG: Next, call your nearest C.G, office 
ei . moor Hotel, Colorado Springs. for the rest of this profitable story, Do 
p y. 
2s Oct. 19-22, Kansas agents, annual, Broadview | it today! 
© secuust Hotel, Wichita. 
Ss b ] if 5 , d S J ~~ a nee 4 agents, annual, Deshler Hilton 
vmDOIS O ecurity an ervice | rer, SOUS. 
Es J | Oct. 23-25, South Carolina agents, annual, CONNECTICUT 
| Francis Marion Hotel, Charleston. 
| Oct. 25, National Independent Statistical Serv- 
| ice, annual, La Salle Hotel, Chicago. GENERAL 
| Oct. 29-31, Insurors of Tennessee, annual, Pa ‘ . 
| Andrew Jackson Hotel, Nashville. Life Insurance Company, Hartford 
| Oct. 30-Nov. 1, California agents, annual, Bilt- 
401 Walnut Street, Philadelphia 6, Pa. | _ more Hotel, Los Angeles. 
| Nov. 5-7, Illinois agents, annual, Chase & Park [ oe 
| Plaza Hotels, St. Louis, Mo. 
| Nov. 13-14, Illinois mutual agents, ened 
| Pere Marquette Hotel, Peoria. 
| Nov. 13-15, Health Insurance Assn., individual | 
| insurance forum, Sheraton Hotel, Phila- 
|  delphia. 
Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. ; 
Nov. 16-17, Conference of Mutual Casualty B 
Companies, accounting & statistical, office 
metheds & personnel conference, Conrad 


Hilton Hotel, Chicago. 
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North America Raises 
Tausche And Arnold 


Frank E. Arnold has been promoted 
py North America from assistant man- 
ager at Chicago to manager at St. 
Louis to succeed David Tausche, who 
has been transferred to European head- 
quarters of the company at The Hague, 
Netherlands. 

Mr. Arnold joined the company in 
1948. He was a special agent in West 
Virginia and Mississippi before being 
appointed assistant manager at St. 
Louis in 1956. He went to Chicago in 
1959. 

Mr. Tausche, with the company since 
1947, was at Indianapolis and Phila- 
delphia before being appointed assis- 
tant manager at St. Louis in 1953. He 
was advanced to manager in 1957. 


Wins Coldwell Award 


Announcement was made at a meet- 
ing in Columbus of Ohio Capital Stock 
Insurance Speak- 
ers Club that the 
H. N. Coldwell 
award for 1961 
was presented to 
Thomas Hutch, 
special agent 
American. 

This award is 
presented annually 
for outstanding 
service to the in- 
surance industry in 


Th nis Ohio. Mr. Hutch 
ene Tae received the award 
for his accomplishments, leadership 


and promotion of good public relations 
through fire prevention. He is a past 
president of Ohio Fire Prevention Assn. 
and a past president of Ohio Capital 
Stock Insurance Assn. 


American Mutual Liability has pro- 


"moted William F. Anderson Jr. from 


southern division sales manager to 
vice-president and southern division 
general manager. Edward T. Dance has 
been promoted to succeed Mr. 
Anderson. 
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More Program For 
NAIA Annual Meeting 


An advertising workshop will be 
held Monday afternoon, Sept. 25, dur- 
ing the annual meeting of National 
Assn. of Insurance Agents in Dallas. 
Joe E. Vincent, Bryan, Tex., adver- 
tising committee chairman, will pre- 
side. 

This will be a work session. In ad- 
dition the 1962 national advertising 
program film will be shown. Mr. Vin- 
cent will discuss the plan to coordinate 
part of the agents’ and companies’ ad- 
vertising efforts into one endeavor. 
During this session the Bowen public 
relations award will be presented to 
the state association (excluding Ohio, 
which sponsors the annual award) 
which has contributed most to improv- 
ing the public understanding of the 
agency system and the insurance busi- 
ness generally. 

At the educational luncheon Tuesday, 
Sept. 26, Dr. Edwin S. Overman of 
Insurance Institute of America will 
speak. I. A. Rosenbaum Jr., Meridian, 
Miss., educational committee chairman 
will preside. 

National Board’s fire safety trophy 
and awards, the accident prevention 
awards and the new L. P. McCord ed- 
ucation trophy, sponsored by the 
Florida association, will be presented 
Monday morning. 


Joins St. Louis Agency 

Frank E. Ganon has joined the R.B. 
Gudder agency of St. Louis. He has 
had experience with Missouri Inspec- 
tion Bureau, Great American and the 
Charles L. Crane agency. 

The Miller act of 1935 would be 
amended in a bill proposed in the U.S. 
Senate. The bill would give the right to 
receive payment out of payment bonds 
furnished by the prime contractor on 
public works, to persons who, having 
furnished labor or material, are entit- 
led to protection under state laws re- 
lating to mechanic’s or material man’s 
liens. 
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North America Has 
Big-Firm Ad Series 


North America has launched a ser- 
ies of ads describing the company’s 
ability to handle large and unusual 
commercial accounts. The first ad, 
featuring the New York Yankees, ap- 
peared in the May issues of Business 
Week, Newsweek, U. S. News & World 
Report and Nation’s Business. Future 
ads will feature Fairmont Hotel, 
Jones & Laughlin Steel Co., Borden’s, 
Rand McNally, Kimberly-Clark, John 
Wanamaker and Grumman Aircraft 
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Co., all firms insured by North Amer- 
ica. 

The company will provide its agency 
force with poster-size blow-ups of the 
ads, sales promotion pieces and other 
related selling aids. The material is 
designed for agents and brokers deal- 
ing with similar large scale insurance 
prospects. 

Bruce O. Jones has been appointed 
general claims manager at Toledo by 
Virginia Surety. Before joining the 
company three years ago, he was with 
North British group at New York. 


Johnson Promoted 
By Aetna Casualty 


Aetna Casualty has named Donald 
M. Johnson assistant vice-president, 
executive department. He joined the 
company at Los Angeles in 1946 and 
was subsequently superintendent of 
the agency department for six years 
before being appointed manager and 
later general manager. The last posi- 
tion he has held for the past five years. 

He is a past president of Casualty 
Insurance Assn. of Southern Califor- 
nia. 
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YOUR SALES 


AX WET Wal 


ECONOMY [PLUS 


What do drivers want these days? Low-priced 


@ 





protection plus high quality service — and 
that’s the combination you can offer safe 
drivers with Economy Plus Auto Insurance. 
And add up these other pluses: Premiums 
extremely competitive. Rates don’t fluctuate 
— regardless of accidents or citations.* 

A single policy can cover two autos. No 
minimum premium requirement. Coverage 

is not restricted —it can be ‘‘tailored’’ because 
the Family Auto Policy provides flexibility. 
And you can close sales on the spot with 
pre-carbonized applications and binders plus 
acceptance of a handwritten form. Many 
other features, too—all designed to cut time- 
consuming detail work and ease operations. 
Right now The Fund is promoting Economy Plus 
with merchandising aids that dramatize ‘‘the 
big difference’’ between direct writers and 
independent agents. So get your sales off the 
ground! Write for full details and sales aids 
now. (While you’re at it, ask about 

Economy Plus Homeowners Plans, too 

...and go up in the world — fast!) 


*In New York, Safe Driver Plan applies 


ECONOMY PLUS 


INSURANCE PLAN 8 
BY HOME FIRE & MARINE INSURANCE COMPANY OF CALIFORNIA 


NOTE: NOT AVAILABLE IN ALL STATES 





FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION. 
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American Promotes 
Mitchell, Fennessy 


American has promoted Caroll D. 
Mitchell to fire and marine manager 
at Denver and John T. Fennessy to 
production manager at Hartford. 

Mr. Mitchell joined the company at 
Denver in 1948 as an underwriter. In 
1958 he was raised to underwriting 
supervisor, his most recent position. 

Mr. Fennessy went with the com- 
pany at Hartford in 1952-as a special 
agent. In 1958 he was advanced to 
production supervisor, the position he 
held until his present promotion. Be- 
fore joining the company he was an 
engineer for five years with Royal- 
Globe. He is vice-president of Con- 
necticut Fire Field Club. 


Reduce WC Rates In N.Y. 


New York Compensation Insurance 
Rating Board has promulgated revised 
workmen’s compensation rates for the 
state. The changes, all reductions, 
were 5.5% for manufacturing, 5.1% 
for contracting, 11.6% for federal, 2.9% 
for servants per capita, 1.5% for laund- 
ries (no machinery), window cleaning, 
barber shops and beauty parlors, and 
building operation (not more than 12 
tenants), and 6% for all other. 

The over-all reduction is 5.8%. 

The expense constant of $10 is con- 
tinued unchanged. However, the loss 
and expense constant combined is re- 
duced from $31 to $26 for manufactur- 
ing, but is increased from $46 to $51 
for contracting and federal. 

The experience of State Fund was 
included in determination of classifi- 
cation relativity but excluded from 
calculation of the over-all rate level. 
The experience of State Fund was ex- 
cluded last year also, but at that time 
for the first time since the WC law 
was adopted. 


American Mercury Issues 


Aircraft Finance Manual 

American Mercury has published a 
detailed working manual on the fi- 
nancing of new and used aircraft. It 
is believed that the manual is the 
first publication of its type in the 
aircraft financing field. It is available 
to lending institutions to help them 
evaluate loan applications and proper 
coverage, and familiarize them with 
follow through procedures when regis- 
tering a loan with federal authorities. 

The manual 
basic forms, with detailed instructions 
as to their proper use. Though the 
initial supply is limited, the book is 
also available from the company’s 
Washington office to brokers handling 
aviation business. 


EXCESS 
SURPLUS 


LINES 


Finest American & Foreign 


Markets including Lloyd’s 
UNUSUAL INSURANCES 


Since RR | 1902 


Meeker: Magner 


Insurance Exchange « Chicago 4 
WEbster 9-5500 + Cable Ememco 
Stuart Weyforth, Jr. © Peter Wood 


XUM 





— 





includes samples of | 








Ju 








1961 





lable 
them 
oper 
with 
>gis- 
eS. 

; of 
tions 
the i 
k is «& 
iny’s 

lling 





XUM 


July 14, 1961 


HieNATIONAL UNDERWRITER 


Company Organization Structure 
Viewed In Terms Of Marketing 


A young insurance executive, who 
is also a close student of developments 
in the business, has written the fol- 
lowing observations on problems of 
company organization structure for 
maximum sales performance. 


Since company organization struc- 
ture is a broad and general subject, 
these observations are made on the 
premise that the topic will not be 
treated thoroughly. 

Being fundamental to the topic, a 
logical beginning seems to be execu- 
tive decision making, a function vital 
to any management consideration. 
Competent top level decision making 
is dependent upon proper presentation 


N. J. CPCUs Elect 


New Jersey chapter of Society of 
CPCU has elected Edward A. Lifson, 
‘Millburn agent, president; Norman 
Spector, Elizabeth agent, and Kenneth 
R. Gesner, Marsh & McLennan, vice- 
presidents; Robert E. Jones, General 
Accident, treasurer, and Robert G. An- 
derson, Newark agent, secretary. 

\ 





Price Named Manager 


Buckeye Union Casualty has named 
H. S. Price manager of the general lia- 
bility department. 

Mr. Price has been with the compa- 
ny 12 years and has served as assistant 
manager of the department since 1954. 


Actuarial Society Has WC Paper 
Casualty Actuarial Society has pre- 
pared a limited number of copies, in a 
revised edition, of a paper on work- 
men’s compensation ratemaking by 
Ralph M. Marshall, assistant actuary 
National Council on Compensation In- 
surance. The revised edition incorpo- 
rates changes in the WC ratemaking 
procedure that have been introduced 
subsequent to the printing of the orig- 
inal paper, which appeared in volume 
XLI of the society’s proceedings. The 
reprints are available from the secre- 
tary-treasurer at $1.50 a copy, paya- 
ble to the socety. 
Bituminous Cas. Figures Wrong 
The premiums earned for “other li- 
ability (BI)” in 1960 by Bituminous 
Casualty as quoted on page 13 of the 
1961 Argus Casualty & Surety Chart 
are incorrect. The proper figure, 
quoted in thousands of dollars, is 
$3,383 instead of $5,383 as shown in 
the Argus Chart. The loss ratio of 
53.9 is correct. 


of recommendations from the lower 
echelons of management. The two ma- 
jor facilities seem to be departmental 
reports (which are in essence the con- 
clusions of one man) and committee 
recommendations. The efficient dis- 
patch of these facilities is primary. The 
committee, although justifiably criti- 
cized by many, can be an effective 
instrument for “brainstorming” and 
liaison on all levels, and a valuable 
vehicle for the development of com- 
pany policy. 

Unfortunately, the committee often 
provides a facility for the evasion of 
individual responsibility. This unsat- 
isfactory result may be avoided by 
careful selection of committee chair- 
men, in order that they will assume 
full executive authority and rule firm- 
ly on all subjects. Successful “brain- 
storming” and liaison of established 
ideas can be accomplished through an 
effective committee system, but this 
success is dependent primarily upon 
the authority and intestinal fortitude 
of the committee chairman. To sum 
up, the most efficient company organi- 
zation structure for maximum sales 
performance depends initially on the 
proper development of executive man- 
agement decisions. 


Underwriting Considerations 


Underwriting is the foundation of 
our business and its proper function 
is elementary to our topic. Although 
apparently trite, the foregoing state- 
ment is not universally accepted in 
practice. Underwriting personnel qual- 
ity standards are relegated at best to 
second place in many companies. The 
reason seems to be an all too common 
belief that the loss ratio portion of the 
premium dollar is controlled primarily 
by destiny. How many times have we 
heard: “The expense ratio must re- 
ceive priority for we cannot materially 
affect the loss ratio?” I prefer to be- 
lieve that high-grade personnel in the 
underwriting function can materially 
affect the loss ratio. 

Assuming that a highly-skilled ex- 
ecutive underwriter enters the table 
of organization at least at the vice- 
presidential level, let us examine the 
lower echelon of the underwriting 
function. With the advent of multiple 
line legislation, package policies re- 
ceive priority for research and develop- 
ment. After the product is developed, 
the day-to-day underwriting must be 
handled most efficiently and effective- 
ly. 

Traditionally, underwriters have 
worked by line of business (fire, ma- 
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rine, casualty, bonding). With the de- 
velopment of package policies we have 
another choice, that of creating class 
underwriters capable of handling each 
class without muitiple departmental 
reference. In the consideration of this 
option, it is noted that at one extreme 
is the underwriting of homeowners 
by separate individuals from the fire, 
marine, burglary and liability depart- 
ments. At the other extreme is one 
individual underwriting all exposures 
of a motel or a “retailer’s” policy. 
It is generally conceded that more 
efficiency may be obtained by assign- 
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ing the homeowners line to one de- 
partment. It logically follows that a 
competent motel underwriter may be 
trained on an across-the-board basis. 
I submit that this principle may also 
be applied to apartment houses, small 
mercantiles and most other classes. It 
seems that an individual’s capacity is 
just as adaptable to class as to line 
underwriting. 

Some companies have already taken 
steps toward this goal by establishing 
property departments, which encom- 
pass fire, marine and the first party 

(CONTINUED ON PAGE 34) 
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plan—helps bring rescue assistance more quickly and 
surely to boatmen who are reported overdue. Devel- 
oped by the MaRINE OFFICE, this unique safety aid 
is also helping agents and brokers country-wide make 
new contacts and increase their yacht insurance 
business. If you are an agent of one of our member 
companies and would like to use the FLOAT PLAN 
in your area, call or write our nearest office. 


Aviation Insurance through Associated Aviation Underwriters. 


MARINE OFFICE__ 
or AMERICA 


123 WILLIAM STREET, NEW YORK 38, N. Y. 


member companies: 


THE AMERICAN INSURANCE COMPANY © THE CONTINENTAL INSURANCE COMPANY © FIDELITY-PHENIX INSURANCE COMPANY 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


GLENS FALLS INSURANCE COMPANY 
NIAGARA FIRE INSURANCE COMPANY 


— offices — 


SAN FRANCISCO * HOUSTON © TORONTO 


Atlanta © Baltimore * Boston © Cleveland * Corpus Christi * Dallas * Detroit © Indianapolis * Jacksonville 
Los Angeles * Louisville * Montreal « NewHaven © Philadelphia © Pittsburgh * Portland * Raleigh * Richmond 
St. Louis © Seattle ¢ Stockton * Summit © Syracuse 














18 


FieNATIONAL UNDERWRITER 


Editorial Comment 


Survival Begins At Home 


At a time when so many are chant- 
ing a dirge about the disappearance 
of the agency system, Continental 
Casualty has reminded each producer 
of an even more immediate and more 
important threat: The disappearance 
or crippling of his own agency. 

The company’s promotion piece on 
its professional errors and omissions 
liability policy provides an editorial 
that writes itself. First of all, the pro- 
motion points out that the producer’s 
career may hinge on this protection. 
The more successful the producer, the 
greater is the need for the coverage, 
fer he has more exposure through 
more numerous policies, and as his of- 
fice accelerates its operating speed 
there are more opportunities for dis- 
astrous mistakes. 

The company documents its view- 
point by slightly disguised examples 
from its own experience. 

A producer acquired a new client 
and suggested a complete revision of 
the insurance program. He obtained a 
list of coverages and assumed the obli- 
gation of replacing them in other com- 
panies as they expired. The list was 
long, and due to oversight a number 
of fire policies were not replaced. 
There was a fire, and the client is 
looking to the producer for the unin- 
sured loss of $17,000. 

In another case, the producer on a 
fire policy was notified by insured of a 
change in location. The producer failed 
to inform the company, assuming it 
had already been advised of the 
change in location because the com- 
pany was sending bills to the new ad- 
dress. After a fire, the company denied 
coverage on the ground that while it 
knew there was a new mailing address 
for insured, the location of the insured 
premises had not been changed by 
endorsement. The loss came to $10,- 
000. 

A third object lesson was provided 
by the producer who was asked to se- 
cure liability protection for a client 
but was unable to place it because 
several companies refused the risk. So 
far there was no error, but the pro- 


ducer failed to notify his customer of 
his inability to obtain coverage for 
him. A loss followed, and the producer 
is faced with a claim for $8,000. 

Other examples vary in seriousness, 
but one thing is certain: No producer 
benefits by errors. The producer who 
ordered a fire policy over the phone 
from his company underwriter can at- 
test to that. In reciting the necessary 
information to the underwriter, he 
transposed the street address. The 
company made an inspection of the 
wrong house and issued a policy on it. 
Subsequently, there was a fire loss at 
the premises the producer intended to 
cover, and the company denied re- 
sponsibility. The company said it 
would not have written business on 
the correct location because of its de- 
crepit condition. The loss came to $4,- 
000. 

In its promotion, the company points 
out that producers are getting (at 
least in legal terms) a form of pro- 
fessional recognition for which they 
have long striven. As the responsi- 
bilities and standards of insurance 
have risen, the courts have adopted the 
same attitude toward producers as 
they have toward lawyers, doctors and 
dentists. With this recognition has 
come added responsibility to clients 
and insurers. 

Another interesting aspect of the er- 
rors and omissions coverage works in 
reverse. Quite a few times, the com- 
pany found an agent resigned to settl- 
ing a claim because he felt he was at 
fault. The company, however, has dis- 
covered many times that the producer 
was not liable. 

This coverage, provided by a num- 
ber of companies, needs no recom- 
mendation beyond common sense. Its 
value is apparent to all producers. But 
it should be particularly useful to 
those agents who are concerned about 
the future of the agency system. That 
question becomes academic if they are 
not around to survive with the sys- 
tem. That is a distinct possibility, for 
an error today can extinguish the 
agency tomorrow.—J.N.C. 


Personals 


Raymond DuFour, president of Na- 
tional Union of Washington, D. C., and 
a local fire agent there, and a director 
of Variable Annuity Life, has been 
elected vice-president of Funds for Ed- 
ucation Inc., which offers loans at low 
interest rates for financing college ed- 
ucations. 


H. E. Collie, Iowa state agent of 
Providence Washington, is recuperat- 
ing from surgery at Lutheran Hospi- 
tal, Des Moines. He had reinjured a 
knee, which he originally had hurt 
playing football for Mississippi State 
University. 


Commissioner Charles Gold of North 
Carolina suffered a broken right elbow 
as the result of a fall while he was 
picking blackberries near his home in 
Rutherfordton. An operation was ne- 
cessary, and the commissioner will be 
convalescing for several days. 


J. Paul Pizor, assistant vice-presi- 
dent Excelsior, was honored recently 
at the annual dinner of Council of 
Service Clubs of Syracuse when he 
was awarded a citation of merit for 
outstanding community service during 
the past year. 


Walter E. Smith, assistant vice-pres- 
ident Phoenix of Hartford, recently 
underwent surgery to correct an ar- 
terial condition. He is recuperating at 
his home, 34 Woodland Park, Hartford. 


C. L. Morris, chief executive officer 
of Illinois National of Springfield, has 
been elected treasurer of Kiwanis In- 
ternational. 


William Stringfellow, general man- 
ager of National Assn. of Mutual In- 
surance Agents, was recently admitted 
to practice in the U. S. Supreme Court. 


Richard T. Heagy, new executive 
secretary of Tennessee Assn. of Mu- 
tual Insurance Agents, has a_ back- 
ground of newspaper and financial ex- 
perience. After graduating from Van- 
derbilt University and Korean war 
service, he was editor of a space mag- 
azine at Huntsville, Ala., and of “New 
Business” at Chicago, later entering 
the investment business with First 
Nashville Co. Until suitable office ar- 
rangements are made, Mr. Heagy is 
operating out of his residence at 4221 
Lindawood Drive, Nashville, with P. 
O. Box 7164, Nashville, as the associ- 


ation’s mail address. 
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Deaths 


JOSEPH F. COOPER, 71, former 
Cook County agency superintendent 
of America Fore Loyalty, died. He 
started with America Fore group in 
1923 as special agent for Cook County 
and rose to manager of the brokerage 
department and then to agency super- 
intendent. He retired in 1957. Prior to 
joining the group, Mr. Cooper had 
been with Marsh & McLennan and 
with Cook County Inspection Bureau. 


JOSEPH P. THOMPSON, 66, retired 
vice-president of Stewart G. Thomp- 
son Co. general agency of Seattle, died 
of a heart attack. 


CHARLES M. ABBOTT, 86, retired 
Michigan agent, died. He was formerly 
with Auto-Owners. He operated his 
own agency at Byron Center, a sub- 
urb of Grand Rapids, for 30 years 
until he retired in 1958. 


WARREN S. HESELSCHWERDT, 
66, fleet manager and material loss 
supervisor of Wolverine, died at a 
Battle Creek hospital. He had been ill 
for two months. Mr. Heselschwerdt 
operated an auto body shop until he 
joined Wolverine in 1943. 


J. S. BOTTLER, 66, general ad- 
juster at Tulsa of General Adjustment 
Bureau, died of a heart attack. His 35 
years as an adjuster started with 
Bates Adjustment Co. of Tulsa in 1926. 
Bates Adjustment was taken over by 
GAB in 1932. 


Mrs. RUTH WILLS TRIMBLE, wife 
of T. Lee Trimble, retired vice-presi- 
dent of Loyalty group, died at Orange 
(N.J.) Memorial Hospital after a brief 
illness. 


JOSEPH HUMMEL, 49, a boiler in- 
spector at Nashville of Hartford 
Steam Boiler, died there. 


HOMER E. LOSEY, 45, agent at 
Somerset, Ky., died of a heart attack. 


Mrs. JAMES E. McEVOY, wife of 
the Security of New Haven state agent 
for Michigan, died at Grand Rapids 
following surgery. 


HARRY T. WRIGHT Jr., 67, an 
assistant supervisor of the Illinois de- 
partment since 1943, died at Spring- 
field. 


50% Stock Dividend 
For Combined Ins. 


Directors of Combined of Chicago 
have voted a 50% stock dividend of 
one share for each two shares held. 
This will increase capital from $2 mil- 
lion to $3 million. It is subject to ap- 
proval by stockholders at a special 
meeting July 24. 

If approved, the stock dividend is 
expected to be issued Aug. 31 to stock 
of record Aug. 10. 


$53,100 Crop-Hail Payment 


Cimarron Ins. this month paid its 
largest hail loss in history, $53,100, to 
an insured farmer of Strasburg, Colo. 
The farmer lost 1,415 acres of wheat 
during a hailstorm June 19. Cimarron 
believes it is the largest single hail 
loss ever paid by any company for 
crop damage. 


Retires At Hartford Fire 


John B. Egbert has retired as super- 
intendent of the ocean marine claims 
department in the home office of Hart- 
ford Fire after 38 years with the com- 
pany. He started at New York and was 
transferred to Hartford in 1930. 
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Kurt Hitke Becomes 
Chairman Of 
Midland National 


Kurt Hitke has been advanced to 
chairman of Midland National of Chi- 
cago and of Kurt Hitke & Co. agencies 
of Illinois, Florida and Georgia. 

Succeeding Mr. Hitke as president 
of Midland National is Robert L. 
Dahme, who also serves as assistant 
secretary. John Buckley and G. Wes- 
ley Smith are vice-presidents, Robert 
K. Hitke is secretary and treasurer and 
Louis Ginzer is assistant treasurer. 

The official lineup of the Hitke agen- 
cies consists of Mr. Hitke as chair- 
man; Robert K. Hitke as president and 
treasurer; G. Wesley Smith, Wesley 
C. Duesenberg, William Kelso and 
Ralph Teed as vice-presidents, and 
Robert L. Dahme as secretary. 

Kurt Hitke’s insurance career dates 
from 1926 when he left the automobile 
manufacturing business to become a 
loss estimator for a Chicago company. 
He also became a broker at that 
time, specializing in taxicab risks when 
a law then new on the books required 
taxis to insure for $2,500 of BI. 

His early experience with taxi bus- 
iness, at a premium volume that fre- 
quently ran into $1 million a year, 
gave Mr. Hitke an insight into so- 
called substandard auto risks and he 
is widely recognized as the first spe- 
cialist in this field. ! 

In 1946, he set up a reciprocal, 
Exchange Insurance Association, which 
later was converted to a stock company 
and now is the Midland National of 
Chicago. 

When he was in the auto manufac- 
turing business, one of the protoype 
models of his company was called the 
Hitke Six until the manufacturer got 
into full production and gave it his 
own name. 


John A. Whalley & Co. general 
agency of Seattle has moved into its 
own building at 1619 Terry Avenue. 
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FIRE.PREVENFION WEEK october 8-14 

This poster is part of a line of ma- 
terials available from National Fire 
Protection Assn. to promote Fire Pre- 
vention Week, Oct. 8-14. The associa- 
tion is international sponsor of the 
event. An unusual item is a printed 
piece, in convenient envelope size, 
which combines the story of Fire Pre- 
vention Week and the Chicago fire. 
Also available are folders on a wide 
range of home, personal and on-the- 
job fire safety subjects. Samples and 
information may be secured from the 
association’s public relations depart- 
ment, 60 Batterymarch Street, Boston. 
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Directors Of N. J. 
Insurers Ordered 
To Tell Affiliations 


Directors of New Jersey insurers 
have been ordered by Commissioner 
Charles R. Howell to adopt procedures 
and by-laws which will fully disclose 
their business interests, affiliations, or 
investments “which might occasion a 
conflict of interest.” 

Such procedures together with a 
complete questionnaire must be com- 
pleted and sent to the commissioner by 
Nov. 15, the order stated. The com- 
missioner said that he would await 
further study before making the pro- 
cedure applicable to other types of fi- 
nancial institution such as banks and 
savings and loan associations. 

“As you are no doubt aware,” the 
commissioner wrote to all domestic 
companies, “as a result of items in the 
press during the past year, several in- 
stances of apparent conflict of interest 
on the part of officers of corporations 
including insurance companies have 
been publicized.” 

About two years ago, Carrol M. 
Shanks, president of the Prudential, 
now retired, was absolved by the com- 
missioner of violating state law in 
connection with an investment of some 
$100,000 he had made in a plywood 
manufacturing company. 

Mr. Howell pointed out that Nation- 
al Assn. of Insurance Commissioners 
has approved a suggestion for includ- 
ing a general inquiry in the annual 
statement form asking disclosure by 
directors or trustees of any possible 
conflict of interest. “It is my desire,” 
he said, “to further implement proce- 
dures to prevent such possible conflicts 
occurring in the future.” 


Safe Driver Plan 
Considered For Ind. 


The Indiana department is once 
again studying the safe driver plan. 
Two previous commissioners, Alden C. 
Palmer and James Ashley, rejected 
previous filings of the plan. The cur- 
rent commissioner, Harry McClain, is 
not considered enthusiastic, but there 
are a couple of developments that 
might make both Mr. McClain and the 
casualty rate supervisor, C. A. Ruff, 
more receptive than at the time of the 
earlier filings. 

The earlier rejections were of the 
more liberal plans, such as are used 
in Iowa and Michigan. Any new fil- 
ings will incorporate the more strin- 
gent surcharges, ranging from 5% to 
150%, such as are used in Connecti- 
cut. Commissioner Palmer rejected the 
special auto policy on the basis of the 
single limit. Mr. Ruff says that the 
single limit would not be a problem 
now because of the so-called Illinois 
endorsement, which sets up prelimi- 
nary limits of 10/20/5. 

The plan being studied would re- 
quire a three year experience period. 
Points would be assessed on the basis 
of one for each accident (including 
property damage over $50); two for 
license suspension under the state driv- 
ing point system; three for drunken 
driving, leaving the scene, homicide 
or assault, or driving while license is 
suspended or revoked. 


Cuilla Named Brown & Sons’ 


Property Department Head 


Richard J. Cuilla has been appointed 
property insurance manager of Geo. 
F. Brown & Sons, Chicago managing 
general agency. He has been an ad- 
ministrative assistant and supervising 
underwriter of Zurich. 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Renewed strength appeared in insurance stocks last week and they closed 
Friday on a steep upthrust that dazzled the professionals. One important factor 
was that the funds, with a lot of July dividend money to reinvest, turned to 
insurance stocks that are now so popular. There was a theory that the Ford 
Foundation with a cool $250 million now burning its pockets after the huge sale 
of Ford stock, is bound to put some of this into insurance stocks. Fire and cas- 
ualty stocks had just come into favor again and they shared in the advance. 

Not to be overlooked as a market influence is the fact that several of the 





On Tuesday Continental Assurance sold as high as 195, Franklin Life 125, 
and Connecticut General 285. They opened lower on Wednesday. There is evi- 
dence of greater public participation in the life stock market now. 





annual reference works on insurance stocks and insurance companies have 
just been delivered. As investors pore through these, spot values and growth 
and make comparisons, they are frequently stimulated to buy. Then, too, a 
haif year has passed, and the July 1 values are taken into account. 

Illustrating the kind of market it was, Government Employees Life soared 
from 80 bid Thursday to 93 the next day. Kansas City Life was up 100 points 
for the week to 2070 bid and Great American Life Underwriters was also a 
100 point gainer. Franklin Life was plus 6, Conn. General up 28, Continental 
Assurance 20, Lincoln National 9, Aetna Life 8, Mass. Protective 7, Monu- 
mental 4 (a 3,500 share block overhanging the market was cleaned up), Trav- 
elers 7, California-Western States Life 3, Gulf Life 212, U. S. Life 3. American 
National broke through its previous barrier of 12 and was strongly bid at 12%. 
Washington National was 74% bid with none offered, up 3. National Life & 
Accident was plus 7. 

On the fire-casualty side Phoenix was the spectacular performer on the an- 
nouncement that it is empowered now to buy its own shares. It was up 12 
points to 114. This is a rare procedure in the insurance business. Some time ago 
Agricultural bought a block of its own shares. United Pacific Corp., which owns 
United Pacific Insurance along with Centennial Mills and other things, makes 
a practice of doing this. Insuranceshares Certificates Inc., the closed end in- 
vestment trust, has been regularly pursuing this policy. 

Hartford Fire, which has been laboring under a large supply of stock, broke 
out steeply and advanced 6 points on the week to 74. Federal gained better 
than 4 as did Aetna Fire. St. Paul was 2 higher and there were numerous ad- 
vances ranging up to 2 points. Criterion, the latest unit in the Government 
Employees group, sold as high as 52. The subscription price on this was $6 
per share. The Meserole companies (Bankers & Shippers, Jersey and Pacific) 
which have been in a market rut for years, closed the week entirely on the 
bid side with no stock offered. General America Corp. was up 6, and Amer- 
ican Ins. was plus 3. 

All-American Life & Casualty of Park Ridge, Ill., an exceptionally aggressive 
situation, went into new high ground at 15% bid. Its market has nearly doubled 
since last November. 

The offering of 375,000 shares of Inland Life of Chicago at $4 was heavily 
oversubscribed and the stock traded afterwards as high as $642. A. G. Becker 
& Co., was the underwriter. This is the company with a star-studded directorate. 

Animal Ins. Co. filed with SEC a registration statement for 40,000 shares at 
$15.50 with Bernard M. Kahn & Co., New York, as managing underwriter. 

Reliance Ins. advanced 2% points Friday after a period of sluggishness fol- 
lowing the Standard Accident acquisition. 

Continental Casualty recovered its 4 point retreat from recent high ground. 


Colo. Department Tells 
How To File A Rate 


Companies, rating bureaus’ and 
others interested have received from 





Frank Stewart Is Chosen 
MLG Of Ohio Blue Goose 


Frank A. Stewart Sr., Factory In- 
surance Assn., has been elected most 


the Colorado department instructions 
on how to comply with the revised 
requirements on the filing of rates. 
The last legislature, acting in the 
wake of an auto rate increase, has 
made it mandatory that filings be 
open for public inspection for 15 days, 
down to the posting of changes in 
each and every county whose resi- 
dents are to be affected. 

The department letter includes a 
sample of the required letter to be 
used with the filing with the depart- 
ment and the required letter to be 
used when a filing is made with a 
county clerk. 7 


Czechowicz Raised In Wis. 


National Fire has promoted Eugene 
L. Czechowicz from special agent to 
state agent in Milwaukee for Wiscon- 
sin. He joined the company in the 
Wisconsin field in 1958, and he has 
also had experience with Wisconsin 
Fire Insurance Rating Bureau. 


loyal gander of Ohio pond of Blue 
Goose. Other officers are James E. 
Sever, Hanover, supervisor; William 
A. Gibson Jr., Commercial Union- 
North British, custodian; Eugene O. 
Heskett, Ohio Farmers, guardian; Ho- 
ward L. Dobbs, Crum & Froster, keep- 
er; and Ralph Hartwell, Factory In- 
surance Assn., retired, wielder. 

The pond also laid plans to organize 
a puddle at Columbus. 


Phoenix Service Expanded 
By Pacific Employers 


The Phoenix office of Pacific Em- 
ployers has been expanded to include 
full facilities for production, under- 
writing and claims service for all lines. 
The office, which was opened in 
April, serves Arizona and Nevada. 

Arthur D. Jakatis has been trans- 
ferred from Atlanta to Phoenix as 
claims manager. He has been with the 
company five years. 
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Iowa National Mutual 


Makes Claims Changes 


W. D. Vilven has been appointed 
claims supervisor at Minneapolis for 
Iowa National Mutual. 

In other changes, Roger Bakke, 
Minneapolis adjuster, becomes claims 
supervisor of the Florida branch of- 
fice in Orlando; Robert P. Adams, 
resident adjuster at Rockford, IIl., 
becomes claims supervisor at Peoria; 
R. T. McCarthy, claims supervisor 
of the Iowa branch office, becomes 
claims supervisor of the southeastern 
branch office in Greensboro, N. C., 
and Joseph M. Broske Jr. of the south- 
eastern branch office becomes resident 
claims adjuster at Amherst, Va. 

Mr. Vilven was formerly claims 
manager at Peoria. He joined Iowa Na- 
tional Mutual in 1957. Mr. Adams 
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joined Iowa National Mutual in 1957. 
In 1959 he became a resident claims 
adjuster in Rockford. Mr. Bakke 
joined the Minneapolis office in 1953; 
Mr. Broske started with the company 
in 1958, and Mr. McCarthy entered the 
home office claims department in 1954. 
Frink Joins lowa Mutual Tornado 

George R. Frink has joined the 
property claim department of Iowa 
Mutual Tornado. He entered the busi- 
ness in 1936 with State Auto & Casu- 
alty Underwriters and most recently 
was assistant to the president of Mill 
Owners Mutual. He is immediate past 
president of Iowa Casualty & Surety 
Claim Assn. 

Telephone Employees Ins. Co. of 
Baltimore has been admitted to Dis- 
trict of Columbia. 
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of New York 99 vohn Street, New York 38,N. Y. 
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“Agent Approved!”’ Significant words? 


You bet... . and here’s why! 


1. Ohio Farmers new 4-Star Budget Plan 
is the simplest and most effective 
method of selling insurance in this in- 


stallment conscious world 


4-Star is available exclusively to the 


Ohio Farmers agent. 


2. Ohio Farmers agents have given 4-Star 
their wholehearted approval and are 








Preferred Of Grand Rapids 


Promotes Howard Clark 


Preferred of Grand Rapids has pro- 
moted Howard B. Clark to assistant 
vice-president in charge of the claims 
and legal department. He joined the 
company in April of this year as gen- 
eral attorney and later was made legal 
secretary, in which latter capacities 
he continues along with his new duties. 

Mr. Clark began his insurance 
career in 1940 with the Kroger Co. in 
Cincinnati where he was instrumental 
in the formation of its then wholly- 
owned subsidiary, Manufacturers & 
Merchants Indemnity. From 1944 
to 1953 he was vice-president and 
counsel for that company. During the 
same period he assisted in the organi- 
zation of Selective of Cincinnati and 
acted as that company’s general coun- 
sel, vice-president and director. 

From 1953 until joining Preferred, 
Mr. Clark was vice-president and sec- 
retary of American Liberty, assistant 
U.S. manager of Helvetia Swiss Fire, 
and vice-president, secretary and di- 
rector of Southern Management Corp. 


Hospital Costs Rise In N. Y. 


A new hospital agreement for the 
care of workmen’s compensation pa- 
tients is effective July 1 in New York. 
The agreement calls for increases in 
daily rates for bed, board, routine 
nursing, ordinary dressirigs and drugs; 
and in charges for use of operating 
room, nurse, anesthetist, and room 
other than operating room or operat- 
ing room when used for minor surgery 
or emergency treatment. The list of 
common or ordinary drugs, which are 
covered by the daily hospital rates and 
not subject to individual or separate 
charges, has been enlarged. 
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and Approved” plan. 


SUPERIOR RISK 


demonstrating their continued ap- = > ~~ 7 
proval daily with more and more sales 


Get in touch with an Ohio Farmers fieldman 
to learn how ‘“‘ Agent Approved ”’ 4-Star 
Budget Plan can become your best “Buyer 


It’s the Sensible Way to SELL Insurance. 


Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY, CHARTERED 1848 
INSURANCE COMPANY, 
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Cal. Brokers Praise The 


Mortgagor Renewal Notice 


Insurance Brokers Assn. of Califor- 
nia has commended San Francisco 
Federal Savings & Loan Association 
for the “model” language of its re- 
newal notice form to mortgagors rep- 
resented by brokers. The savings and 
loan association was also praised for 
providing a copy of the notice to the 
named broker. 

In a letter to T. C. Zimmerman, 
manager of the savings and loan in- 
surance department, Frank M. Hagan, 
president of the brokers’ group, said: 
“The language of your letter could be 
a model for all renewal notices, es- 
pecially where you write: ‘The policy 
shows as agent or broker:—’and then 
go on to state, ‘We will expect the 
same producer to renew the above 
policy, unless you advise of another 
agent or broker who will renew the 
policy. . .. That is excellent.” 


N.Y. Chamber Names Three 


New York Chamber of Commerce 
has elected to its committee on in- 
surance J. Dewey Dorsett, general 
manager Assn. of Casualty & Surety 
Companies; J. Henry Smith, under- 
writing vice-president Equitable So- 
ciety, and John C. Weghorn, president 
Weghorn agency. 


New Financing Rates 


Massachusetts has increased the per- 
missible charge for premium financing 
from 2 to 2.5% per month on loans of 
$200 or less. Above that the charges 
are graduated. The higher rates are 
expected to make it easier for insured 
to arrange premium financing on com- 
pulsory auto coverage. 


Hartford Names Collins 


Hartford Fire has appointed Jer- 
emiah J. Collins marine special agent 
to succeed B. J. Casey Jr., who has 
joined the group’s training center staff. 
Mr. Collins has been with the inland 
marine department at Hartford since 
1957. 


Emcasco Issues 17,000 Shares 

Emcasco, a wholly-owned subsdiary 
of Employers Mutual Casualty, has 
increased its capital and surplus to 
$1,005,000 by the issuance of 17,000 
additional shares of stock at $15 a 
share. All shares were sold to Em- 
ployers Mutual. The capital increase 
was effected in order to enable Emcas- 
co to write homeowners insurance in 
additional states. The company spe- 
cializes in writing automobile and 
homeowners policies on standard forms 
at low premium rates. Emcasco is now 
licensed in eight states. 


St. Louis Women Elect 

Mrs. Lillian Ryan, Wharton & Ryan 
agency, has been elected president of 
Insurance Women of St. Louis. Vice- 
presidents are Mrs. Ruth Hood, Amer- 
ican, and Miss Ruth Prange, American; 
secretaries, Miss Betty Dieckgrafe, 
Webb agency, and Miss Dorothy Lit- 
zinger, Coffman-Truman agency, and 
treasurer, Mrs. Suzanne Koch, Gener- 
al of Seattle. 
Corgill Joins Safety Unit 

Insurance Institute for Highway 
Safety has appointed William E. Corgill 
a traffic consultant. He had been assist- 
ant director of New York State Citizens 
Council on Traffic Safety. From 1953 
to 1957 he was traffic engineer in the 
accident prevention department of 
Assn. of Casualty & Surety Companies. 
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: that there is much evidence to sup- out of a job. grievance committee in judging their 

Professional Work, port this. “This is not to say that there “It seems to me,” he said, “that if brethren. “In reality, only the experts 

ce are none who perform professionally, claim adjusting is to become a profes- can accurately determine the degree 

for- Not Status Is What but rather that there are too many sion, we as claim men will have to ele- to which one of their fellows might 

rll , who do not,” he said. vate ourselves to that level—in other wander from the path. If the experts 

tion Counts: Bruce Smith No Qualifications Needed ~— pull ourselves up by out own throw him out, he has no excuse 

re- ‘ we ; ; i : ootstraps in education, ethical proce- based upon the alleged stupidity and 

a. Claim adjusting is not a profession, Mr. Smith pointed out that the bar gure and performance, and we will inexperience of his jurors. sg .” he re- 

ond except by secondary dictionary defini- can disbar and medical societies can have to thoroughly police our own ac- marked. Mr. Smith also said that a 

for tion, declared Bruce H. Smith, execu- retract the license to practice if their tivities, establishing penalties that will purely professional status in and of it- 

the tive secretary of National Assn. of In- members perform inadequately or un- permanently eliminate the undesira- self “is really unimportant as com- 
dependent Insurance Adjusters. ethically, but so-called claim men can bles.” pared to doing a professional job—in 

ins Speaking before a meeting of West- practice without qualification and The most important part and duty of other words a skilled, scientific, and 

in- ern Loss Assn., he said that “occupa- with fear of being only temporarily any professional group is that of the intelligent and thorough job.” 

nou tional groups do not themselves just 

aid: decide to be a profession. It is possible 

} ran that they may become recognized as 

‘te such with hard work and if they de- 

licy mand of themselves excellent educa- 

lente tion, training, ethical conduct, and a 

the self-imposed policing system that will 

ove eliminate from their ranks the culprits 

“ta who can always be found in any pro- 

the fession or trade.” 


Claim adjusting as an occupation 
cannot yet be given a professional sta- 

b tus because of a lack of standards, 
knowledge and formal education and 











‘ee 
because of unprofessional performance, 
eg he said. Some insurance men have 
a characterized the adjusting field as be- 
a ing plagued with “laxity, looseness and 
‘ng larceny,” and Mr. Smith commented 
So- . 
va Two Des Moines Mutuals 
Merge, Form Allied Group 
Two DesMoines mutuals, Town Mu- 
tual Dwelling and Allied Mutual, have 
er- consolidated and will be operated as 
ing Allied group. Allied Mutual will rein- 
: of sure all business of Town Mutual 
ges Dwelling, which will retain its charter 
are and will offer special services to 
red agents. 
m- Robert B. Goode, president of Allied 
Mutual, becomes chairman of the 
group and Lester T. Jones, who heads 
Town Mutual, is president. All 400 em- 
ployes of the companies are to be re- 
er- tained and housed in the Allied home 
ent office, which will be remodeled. 
has Allied Mutual in 1959 had assets of 
aff. $16,633,550 and premium writings of 
ind $12,547,000. Figures for Town Mutual 
nee in the same year were $6,617,539 in 
assets and $3,010,000 in premiums. ELLING 
h es In Montana For . : : 
ry C — F panne Many Agents are making an important discovery: ACCOUNT SELLING helps solve numerous 
~ a nes gt Y — Agency problems. Overhead costs are cut down because record-keeping is simplified...competitor 
a as appointe + y: . : 4 i 
100 euien © bse Pict _ gree ponte in | raiding” is usually unsuccessful because clients are tied closer to their Agency and have a greater 
a Montana with headquarters at Great | loyalty ... and ACCOUNT SELLING allows the Agent to do a better job of protecting clients. In 
“i ie yg ge ere. appreciation, clients often respond with increased business and recommendations to friends and 
AS- has been transferred as special agent | 2CQuaintances. Here are three steps Agents are taking to put them on the profit-road to ACCOUNT 
a " Se to Great Falls to assist | SELLING: @ They promote package policies. & They offer our free SURVEY AND ANALYSIS PLAN. 
ad ci Seaman joined Loyalty group | # They recommend monthly premium payments. Ask our Fieldman about the extensive facilities of 
ms in 1954 as Montana state agent, fol- | CU/NB GROUP...they are a valuable aid in ACCOUNT SELLING. He will also be glad to give you 


Ww lowing seven years of agency experi- 
ence and a year with Montana Fire 

Rating Bureau. 
Mr. Gardner entered the business 


information about the AFCO premium financing plan and to order for you, from our Advertising 
Department, a copy of our Survey and Analysis Plan and Package Policy sales material. They 
can help youu PYRAMID PREMIUMS WITH ACCOUNT SELLING. 






an in 1953 as an agency solicitor and for 
of several years operated his own agency. 
e- He joined the group in 1959 as special COMME NORIW 
r= agent at Seattle. YW - 
n; Mr. Hjermstad started his career in ar SUH 
fe, 1921 as a special agent for Pennsyl- F AZT COMMER 
t- vania Fire. In 1926 he joined Fidelity- ie NV A MULTIPLE ensniiestanadimmnssinalinvcueatiap 
nod Phenix as a special agent in Minnesota. A LINE GROUP NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 
r- He was later special agent at Fargo, 
N. D., and in 1930 was advanced to GROUP ; 


CENTRAL SURETY AND INSURANCE CORPORATION * COLUMBIA CASUALTY COMPANY 
COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK ¢ THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


president of both the Minnesota and 
Montana Fire Underwriters Assns. 





ill Mr. Hjermstad was honored at a THE MERCANTILE INSURANCE COMPANY OF AMERICA * THE OC CCIDENT AND GUAR 

> - luncheon in San Francisco. Among E ICA ° OCEAN ACCIDE UARANTEE CORPORATION, LTD. 
_ those present were Howard D. Vore, THE OCEAN MARINE INSURANCE COMPANY LTD. * THE PALATINE INSURANCE COMPANY LTD. 

53 Pacific Coast vice-president and man- THE PENNSYLVANIA INSURANCE COMPANY * UNION ASSURANCE SOCIETY LTD. 

ie ager, and other department officers 

of and supervisors with whom Mr. Hjerm- HEAD OFFICE: ONE PARK AVENUE, NEW YORK 16, NEW YORK 


stad has been associated. ATLANTA * PHILADELPHIA * DETROIT * CHICAGO + KANSAS CITY + SAN FRANCISCO 
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Axman’s Colorful Career Is Related 


(CONTINUED FROM PAGE 9) 


Axman he must first master Black- 
stone. He presented Axman a formi- 
dable volume. The youth on the thresh- 
old of a career in law read the first 
page 15 times and then departed. He 
took a new job every few days, in- 
cluding a brief whirl at the wholesale 
hardware business. 

Mr. Axman did, in a period of three 
months, acquire skills that strongly in- 
fluenced his future. He got a good 
grounding in typing and shorthand at 
the Bryant Stratton Business Col- 
lege and developed rapidly into the 
third fastest typist in Chicago. This 
facility enabled him to be a journey- 
man, and in short order he proceeded 
to acquire enough journalistic know- 
how to let him ride the newspaper 
circuit also. 

An influence that proved to be en- 
during was the first job that he con- 
sented to remain at for longer than a 
week. This introduced him to insur- 
ance and also to insurance journalism. 
It was in the office of the western de- 
partment of Continental Ins. Co. The 
manager was John J. McDonald, whom 
Axman recalls as a “giant with a red 
beard.” To qualify him for the job 
McDonald undertook to dictate a let- 
ter to him but he had no more than 
started when he broke off and hired 
Axman for $15 a week. Axman was 
named secretary to a daily report ex- 
aminer, but was seated just outside 
McDonald’s office and the latter passed 
his desk many times each day. Hence, 
Mr. Axman was startled three weeks 
later, when asking for a raise, to have 
McDonald say: “Young man where is 
your desk?” 


Hitchcock And Cartwright 


Almost every morning there ap- 
peared at McDonald’s office two insur- 
ance newspaper men. They were 
Champion I. Hitchcock, who was in- 
surance editor of the Chicago Herald, 
and my father, Charles M. Cartwright, 
who had the same position with the 
Chicago Inter-Ocean. In a few minutes 
hearty laughter would utter from the 
office, and the seeming conviviality of 
the newspaper calling appealed to Ax- 
man. The journalists took on glamor- 
ous dimensions in his eyes. He wanted 
to become a reporter and he pro- 
ceeded to become one by dint of his 
own ingenuity. He turned out little 
paragraphs for the editorial page of 
the Chicago Herald. These would ap- 
pear, but Axman got no pay for them. 
He did gain confidence, though, and 
was soon doing “space” work for other 
newspapers. Also he served as private 
secretary to a clergyman three nights 
a week. He combined religion and 
journalism and was soon producing two 
columns of sermon comment in the 
Monday edition of the Chicago Rec- 
ord. He would attend two or three 
services on Sunday and on Saturday 
would interview other preachers. He 
had a knack for inducing the clergy 
to comment on topical problems and 
events. This gave the column an espe- 
cially newsy flavor. 


Did Variety Of Jobs 


Mr. Axman did a variety of other 
after-hour jobs as a typist and short- 
hand reporter. For instance, he took 
dictation from Chicago Inter-Ocean re- 
porters during rush periods, such as 
the Democratic convention at which 
Bryan made his Cross of Gold speech. 
This he would do at night and he 
recalls sleeping on the floor of the 


Inter-Ocean office between “takes” and 
then going off to his daytime post at 
the Continental. 

He had been sending some “human 
interest” items to the Insurance He- 
rald, of which Young E. Allison was 
the editor. One day Gus Strauss, who 
was vice-president of the Louisville 
Courier-Journal job printing company, 
which published the Insurance Herald, 
came into the Continental office and 
in a loud voice offered Mr. Axman the 


job of Chicago correspondent of the 
Herald. This was just a part-time ar- 
rangement. 

It was along in here that Axman was 
at hand for the first meeting of Na- 
tional Assn. of Insurance Agents in 
September, 1896. He had received no- 
tice of the meeting and he recalls that 
on his way over to the gathering he 
stopped at another hotel to interview 
George W. Perkins, who was then 
vice-president of New York Life and 
who later became vice-president of 
J. P. Morgan & Co. He was entranced 
with Perkins and he recalls that meet- 





American Surety/Pacific National 
has joined the Transamerica 
Insurance Group! 


We hope you’ll be just as pleased as we are 
with this piece of good news. It means that 
now you and 11,499 other agents and bro- 
kers will get better, faster, more complete 
service than ever before. We write 27 dif- 
ferent kinds of insurance, but we have just 


one policy —satisfaction! Call any one of 


our more than 50 offices and we’ll prove it. AMERICAN SURETY COMPANY 


July 14, 1961 


ing as vividly as he does the first 
NAIA session. He took strongly to cer- 
tain NAIA leaders who were there, 
especially Charles Woodworth, in 
whose memory the Woodworth memo- 
rial is presented each year. Axman is 
always responsive to personalities and 
to “attractive” individuals. Since in- 
surance is a business of people it has 
been a highly congenial field for him. 

Mr. Axman probably covered that 
NAIA convention in his famous in- 
and-out style. He is like the boy with 
a thousand muscles to wiggle with but 
only one to sit down with. He can’t 
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suffer long stretches of speechmaking. 
That may account for the fact that 
his participation in the kickoff of NAIA 
was so long overlooked. At the time 
of my father’s death it was stated that 
he was the last survivor of that first 
gathering. I am pleased to be able to 
make note of this amendment. 

Mr. Axman also turned out an in- 
surance column for the Chicago Eve- 
ning Post. At one point he decided to 
consolidate his efforts. He chucked all 
his jobs to become a full time space- 
rate reporter for the Chicago Daily 
News. This netted him only $160 in a 


PACIFIC NATIONAL FIRE INSURANCE CoO. 


Administrative Offices: 100 Broadway, New York 5, New York a 
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month and caused him to be receptive 
to an offer to leave town. 

There had been a blowup in the 
Insurance Herald. The entire staff had 
quit and Louis N. Geldert, the pub- 
lisher, moved the headquarters to At- 
lanta. The staff, headed by Young E. 
Allison, started the Insurance Field 
and Mr. Axman stuck to them. He 
accepted the job of Atlanta correspond- 
ent for the Insurance Field. That, of 
course, was a key spot, especially for a 
journal with a southern bias. It was 
the control center for the fire insurance 
business jn the south. 





In Atlanta Mr. Axman continued to 
be a newspaper journalist by doing 
feature articles for the Atlanta papers 
as well as being engaged in the spe- 
cialized insurance work. When he went 
to Atlanta he allows that he was 19 
years of age. That was either in the 
19th or the 20th century. 


Other Experiences 


Then for the next period Mr. Axman 
strayed from the insurance vineyard 
and accumulated other experiences and 
enthusiasms. He went back to Chicago 
as a general news reporter for the 
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Chicago Examiner. After a year of 
that he went to the Louisville Herald 
as dramatic critic and as a star re- 
porter. It seems that Louisville was no 
mean shakes as a theatrical center and 
Mr. Axman in two years got acquaint- 
ed with many of the leading lights 
and freaks of that day in show busi- 
ness. But he must have waked up one 
night with a start, feeling a collar be- 
ing secured around his neck, for he 
was off to New York. 


Some Louisville Friends 


Some Louisville friends who had 
gone to New York started out to land 
him a job on a paper there, but before 
they could do so Mr. Axman got tired 
of waiting and walked into the office 
of a particularly forlorn paper called 
the Brooklyn Standard Union. He 
asked for a job and the editor handed 
him a clipping about an ex-Brooklynite 
who had been thought to be dead and 
on whom death claims had been paid 
by insurance companies, but who had 
just turned up alive in Australia. He 
had deserted his wife and she sup- 
posedly was still in Brooklyn but the 
papers had been unable to find her. 
“Locate that woman,” Axman was told. 
He went out and resourcefully found 
her, interviewed her and landed a job. 


Writes Sermon 


Brooklyn was a city of churches and 
church news was heavily featured. Ax- 
man got into that field. He recalls an 
assignment to cover the sermon of the 
Rev. Dr. Collyer who was a big-name 
preacher of the day and one whose 
words had much news value. Mr. Ax- 
man arrived too late for the sermon, 
and was repulsed when he tried to 
interview the minister after the serv- 
ice. However, he was told that a man 
who lived in Bay Ridge usually took 
down the sermon in shorthand. Mr. 
Axman went there, the man wasn’t 
home and his wife wasn’t hospitable. 
He sat on the porch waiting, fell asleep, 
and was wakened at 2 a.m. by the 
supposed amanuensis. It turned out, 
though, that this was one sermon 
he, too, had missed. So Axman did 
an imaginative piece of ghost writing 
and ascribed some lofty thoughts on 
Ruth and Esther to the Rev. Dr. Coll- 
yer for publication. 

Next Mr. Axman went to the New 
York Journal as rewrite man. The 
next day the General Slocum sank in 
the East River, and Axman was plum- 
meted into the most taxing kind of 
rewrite service before he had a chance 
to get his feet on the ground. 

He had one more fling before he 
settled down to wearing the insurance 
collar. He became news editor of the 
magazine Music Trades and did feature 
writing for Musical America. In this 
field his interest in the arts was fur- 
ther intensified. 

Gets Collared At Last 

Finally came the Eastern Underwrit- 
er collar. He took advantage of an op- 
portunity to become a proprietor and 
editor of this publication, which had 
been originated in 1896 by Henry H. 


Putnam as the Journal of American 
Economics. 
No wonder then that from Mr. Ax- 


man’s lips tumbles a bewildering but 
exciting medley of insurance, music, 
theater, newspaper talk. 

He has been able to carry his en- 
thusiasm for matters outside of insur- 
ance into the insurance publishing field. 
For instance, any reader of Eastern 
Underwriter gets a good briefing on 
matters theatrical over the years. He 
has been an extensive entertainer of 
insurance people and it is estimated 
that he has taken more than 2,000 to 
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dine at his beloved Sardi’s. 

For a number of years he traveled 
abroad extensively and was able to 
keep his hand in general news and 
feature writing by attending interna- 
tional conferences as representative of 
general publications or news services. 
He attended League of Nations doings 
three times. He made trips among 
other places to the Sahara, Peking, 
and Korea. 

It is my impression that Axman 
is working harder now and never more 
effectively as editor of Eastern Under- 
writer. He has got a collar now. 
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International Law Group 
Has Annual Convention 


International Assn. of Insurance 
Counsel at its annual convention in 
Montreal elected Payne Karr, Seattle, 
president to succeed Denman Moody, 
Houston. 

Thomas N. Phelan, Queen’s counsel, 
Toronto, compared American and Ca- 
nadian trial systems. Judge Brown of 
the fifth U. S. Court of Appeals, Hous- 
ton, viewed liability insurance. Wallace 
A. Sedgwick, San Francisco, discussed 
current trends in products liability. 


A forum session featured a demon- 
stration and panel on settling personal 
injury cases. Jack Hebdon, San An- 
tonio, presided, and Robert J. Nord- 
strom, Ohio State University college of 
law, moderated. John C. Elam and 
Jack R. Alton, Columbus, were dem- 
onstrator counsels for plaintiff and de- 
fendant, respectively. 

George C. Smith, vice-president of 
F. W. Dodge Corp., described the busi- 
ness outlook. The closing speaker was 
Donald McInnes, Queen’s counsel, Hal- 
ifax, and president of Canadian Bar 
Assn. 
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do you stand 


in Group Insurance? 


If your hot group prospects cool off because you 
can’t get fast enough action—call the Group De- 
partment of American United Life. 

You and your prospective client will both get im- 
mediate service from experienced A-U-L group spe- 
cialists, who are expert at tailoring contracts to suit 
individual company needs. 

Using A-U-L you’re immediately competitive, 
with the right price—broad coverage—flexible un- 
derwriting. American United Life approaches the 
problem of rates on a practical basis. 

Known for its co-operative ‘Partnership Philos- 
it’s the Company for you when you want 
fast, efficient action. When you place your call, ask 
for Sherman Jenson, vice-president, Group. 


A+UeL is a good Company to buy from 
and sell for. You too can stand tall against 
the strongest competition, when backed 
by A*UeL resources and “know-how.” 





AMERICAN UNITED LIFE INSURANCE COMPANY 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS 
LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - GROUP 
LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT 
+ PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - GUARANTEED RENEWABLE 
GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS 
IN SUBSTANDARD UNDERWRITING & REINSURANCE. 


INDIANAPOLIS 6, INDIANA 








July 14, 196i 


Honor Fred Grainger 
At Retirement 


Fred Grainger, retiring first vice- 
president Federal Life & Casualty, was 
honored with a farewell testimonial 
banquet at Battle Creek. Commissioner 
Blackford of Michigan and Theodore 
Tubergen, chief examiner, were among 
a list of notables in attendance, includ- 
ing executives of a number of com- 
panies, Jay DeYoung, controller Inter- 
national Assn. of Health Underwriters, 
and Robert R. Neal, general manager 
Health Insurance Assn. John H. Car- 
ton, president Federal L. & C., headed a 
group of officials of the company pres- 
ent to extend their felicitations. 


Started In 1923 


Mr. Grainger, formerly with Massa- 
chusetts Bonding in Saginaw, joined 
Federal L. & C. in 1923 as superintend- 
ent of claims. He was one of the found- 
ers of Detroit A&H Managers Club 
which was the nucleus of the Interna- 
tional Assn. of Health Underwriters. 
His wife, the former Ethel Billingsley, 
was secretary of Federal L. & C. before 
their marriage. 


Allstate Dedicates Florida 
Regional Office With 


Open House Ceremony 


Allstate’s new Florida regional of- 
fice at Lakewood was formally dedi- 
cated with appropriate open house 
ceremonies. 

On hand to mark the occasion were 
Allstate’s Calvin Fentress Jr., chair- 
man, and Judson B. Branch, president, 
plus local and state civic and business 
leaders. 

The building occupies an 1l-acre 
site, provides space for some 500 em- 
ployes, and is fully air conditioned. 

Mr. Branch noted that Allstate’s 
policies in force in Florida had in- 
creased from almost 90,000 in 1956, 
when it opened its first regional office 
there, to more than 194,000 only five 
years later. Allstate now has more 
than 400 employes in the state, with 
an annual payroll of more than $2.6 
million. 


Zurich Names Hill 


Zurich has appointed Joseph J. Hill 
inland marine sales representative in 
the San Francisco area. 

Mr. Hill’s previous experience in- 
cludes positions with Marine Office of 
America, Aetna Fire and Frank B. 
Hall & Co. 

Norman T. Nelson, a partner in the 
Baltimore brokerage firm of Tongue, 
Brooks & Co., has retired after 52 
years in the business. He started as a 
clerk-bookkeeper with Tongue & Long- 
fellow, then writing fire and marine. 
In 1929 this firm consolidated with 
Joseph Brooks & Co. to become Tongue, 
Brooks & Zimmerman, with Mr. Nel- 
son a partner. The name was changed 
to Tongue, Brooks & Co. in 1949. 
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UNDERWRITERS REINSURANCE SERVICE, INC. 
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HieNATIONAL UNDERWRITER 


Executives Comment On Industry Problems 


(CONTINUED FROM PAGE 1) : 
represent a substantial reduction in 


income for the companies. Here, too, 
the insurers are compelled by compet- 
itive pressures. 

Several top executives of companies 
were asked what they thought of the 
situation; whether they had any ideas 
for keeping their companies in a better 
than average position, and whether 
this was too gloomy a depiction of cur- 
rent conditions. 

The executive of a large all lines 
group wrote: 

The situation is not good. Indeed, 
the outlook is rather awesome, par- 
ticularly when you find the major 
classes—compensation, automobile, 
and fire—unprofitable. While automo- 
bile may be slightly better than it was 
a year ago, it isn’t good, and the dollar 
effect is substantial. Both WC and fire 
are worse than a year ago, and there 
again the dollar effect is disastrous. 

Years ago I remember someone mak- 
ing the statement that if WC and auto- 
mobile ever went bad in the same 
year, it would be disastrous. We have 
seen that, not only in one year but in 
several. But add fire to it and I sup- 
pose it becomes triply disastrous. 


Income Less Than Outgo 


While I am not a pessimist by na- 
ture, I see nothing on the horizon to 
improve existing results. Indeed, I be- 
lieve they will get worse. You can 
boil this business down to simple arith- 
metic, income versus outgo. Presently 
income is less than outgo, and yet our 
day-in and day-out rate reducing act- 
tivities cannot help but produce in the 
future a substantially larger red figure 
than the existing one. 

The big question is, Why do we do 
it? The only answer is competition, 
an answer which will not be accept- 
able to stockholders, particularly 
when the chips are down and they are 
all red. Obviously, under such circum- 
stances something will have to give. 
That will take the form of financial 
destruction plus a constriction in the 
market, both of which may bring about 
the return of sanity. 

Our own idea is to maintain a 
straight course, one which must ob- 
viously be tempered by the difficul- 
ties which beset us on all sides. A fair 
and reasonable market must be con- 
tinued, one which will not be influ- 
enced by either inadequate rating 
practices or the indulging of an ex- 
horbitant and unrealistic expense in 
a desire to acquire business. 


a * * 


Another executive writes: We think 
today’s conditions are something for 
concern but not for alarm. The com- 
petitive battle, in my judgment, is go- 
ing to be won or lost on the expense 
side of the ledger, and we have certain 
definite plans for further improving 
the efficiency and effectiveness of our 
organization. Some of these things are 
now in effect, and others will shortly 
be launched. 


Another executive notes that in a 
list of first quarter experiences which 
he saw there were twice as many com- 
panies with combined loss and expense 
ratios over 100 as there were compa- 
nies below 100. He adds: Surety con- 
tinues to be bad, and the opinion of 
underwriters with whom I have talked 
is that the rash of contractor failures 
is not over, although some of the 
weaker contractors have been elimin- 
ated. The basic causes for surety losses 
still exist although there is no question 
in my mind that underwriting has 


been improved in almost all companies. 
There does not seem to be the frantic 
effort to build volume with underwrit- 
ing rules thrown to the winds, and that 
situation did exist over the past few 
years. 


More Companies In The Field 


The present situation in surety is 
the natural culmination of a number 
of things: First, the unjustified rate re- 
ductions of nearly six years ago; 
second, the attempt to maintain dollar 
volume of premiums or to increase vol- 
ume in spite of the rate reductions; 
third, the advent of many new surety- 
writing entities into the field, con- 
sisting primarily of fire and casualty 
companies; fourth, the attitude of 
many multiple-line companies that 
surety was just another line and that 
results were not too important in view 
of increased investment income and 
stock market appreciation. Coupled 
with these surety underwriting phases 
was the decrease in work volume fol- 
lowing the aftermath of the war and 
the attempt of all contractors to main- 
tain organizations and to increase work 
loads, notwithstanding ridiculously low 
prices. There is no question that bid- 
ding has been far too much on the low 
side. Almost all contracting organiza- 
tions have suffered and the number of 
failures has been’ unprecedented. 
Furthermore, there has been a ten- 
dency on the part of contracting or- 
ganizations to spend money much more 
freely for the personal satisfactions of 
owners, such as_ ranches, palatial 
homes, high priced automobiles, and 
for many other purposes. 


Underwriting Better 


All of these things together brought 
about the surety debacle of 1960 and 
prior years, and it is questionable 
whether 1961 will not cause the surety 
companies over-all to show combined 
loss and expense ratios in excess of 
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100, as was true of 1960. Again, how- 
ever, underwriting has tightened. It 
is going to become more difficult for 
any contractor to get a bond for any 
kind of a job at any kind of a con- 
tract price, a situation that has existed 
over the past few years. Our own ex- 
perience on surety in 1961 appears to 
be much improved over that of 1960, 
but we are still not in the black. 
Fidelity is bad, and the number and 
severity of fidelity losses seem to be 
increasing. The companies, if they 
will, can do something about fidelity, 
and that is increase the rates. Cer- 
tainly greater increases than those re- 


“You 
never 
told me 
it was 


insurable!” 


The Hartford Steam Boiler 
Inspection and Insurance Company 
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cently promulgated for blanket bonds 
should be approved. 

Fire losses are bad, and the loss 
ratio is up four to 10 points for many 
companies. Here again, selection—in 
other words, underwriting—is an im- 
portant factor. The homeowners is al- 
most sure to cause trouble for the 
underwriters because so much cover- 
age is either underpriced or actually 


owners policies seems to be competi- 
tion, and that is going to spell doom 
for many companies writing these pol- 
icies because the contracts are inad- 
equately priced. Furthermore, the 
public is not yet cognizant of all types 
of claims which can be made under 
homeowners. But in time they will 
learn and the companies will have 
to pay. 


given away. There is no reason why 
coverage upon different lines can be 
written more cheaply in bulk than by 
separate contracts except for the ex- 
pense factor. 

The problem with regard to home- 


I personally feel that much of the 
present-day problem stems from the 
fact that many companies are thinking 
of investment income and market ap- 
preciation and are not too concerned 
with underwriting. Perhaps a few of 








No one told the client his investment in this air conditioning equipment could 
be protected with insurance. No one told the agent that the company owned 
such equipment. An unfortunate mix-up? Yes . . . and a costly one not only 
for the plant owner, but also for the agent, who lost the entire insurance account 
as a result. 

Don’t let such uninsured losses jeopardize your accounts. When it’s a matter 
of engineering coverages in boiler and machinery, you can reduce the possibili- 
ties of such costly errors by obtaining help from a Hartford Steam Boiler special 
agent. He is a skilled specialist in the highly technical business of insuring 
boilers and power equipment. 

Drawing on his long experience and expert knowledge of what to look for, 
he will survey your assured’s needs and make written recommendations . . . 
all at no cost. You and your client then choose the coverage desired. Once the 
policy is in effect, the entire Hartford Steam Boiler professional organization 
of inspection and underwriting specialists becomes the first line of defense for 
your client against power equipment losses. 

Your nearby Hartford Steam Boiler special agent represents the world’s 
largest organization specializing exclusively in boiler and machinery insurance. 
You'll profit by using his technical services . . . and so will your clients. Get 
acquainted with him — soon. Make full and profitable use of his expert services. 


Remember, INSPECTION is 
our middle name 
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—a Connecticut 
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the largest companies and largest 
groups can wash out underwriting los- 
ses with investment earnings. But 
not all can do this, and such thinking 
is very bad for the business. 

This sounds pessimistic. However, I 
think that companies are beginning to 
awaken and see the facts which are 
facing them, and perhaps underwrit- 
ing in nearly all lines will improve. 
The one and only answer to all of 
these problems is improved underwrit- 
ing together with more realistic rates 
for the coverage provided. 


* * 


Perhaps the most trenchant com- 
ment on the current situation was 
supplied by the president of an in- 
surer which was sold a year or so ago. 
“These are,” he wrote, “the reasons we 
sold the company.” 

(Additional comments will be pre- 
sented in a subsequent issue.) 


Ark. Blue Goose Pond 


Elects Robert Taylor MLG 


LITTLE ROCK—Robert P. Taylor of 
Bird, Lange & Maris, was elected most 
loyal gander of Arkansas Blue Goose 
Pond at its annual business meeting 
here. He succeeds E. M. Gazette, Amer- 
ican. 

Other officers named were Wayne 
Hanes, John P. Corn Co., supervisor; 
Garvin Myhand, Trinity Universal, 
custodian; Harold Kelly, Arkansas In- 
spection & Rating Bureau, guardian; 
James Ledford, Home, keeper, and 
Donald Woods, Great American, wield- 
er. 

Plans for establishment of an emer- 
gency and relief fund for benefit of 
distressed members were discussed, 
and a committee headed by Mr. Taylor 
was instructed to develop further de- 
tails, including changes necessary in 
the pond’s constitution and by-laws, 
for formal submission to the pond later 
in the summer. 


Manza To American Road 


Harry L. Manza has been appointed 
underwriting and claims manager of 
American Road. For 12 years he has 
held various regional and home office 
underwriting management positions 
with Allstate, most recently as under- 
writing director of the subsidiary, Na- 
tional Emblem. Earlier, he spent seven 
years with Lumbermens Mutual Casu- 
alty at New York City. 


Hike Seaworkers Benefits 

WASHINGTON—The_ Senate has 
passed and sent to the President the 
bill to increase benefits under the 
Longshoremen’s and Harborworkers’ 
Act. The increases are from $54 per 
week to $70 and from $17,000 to $24,000 
for a single non-total disability. 
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Zurich Names Rennix 
Assistant Secretary 


George W. Rennix Jr. has been pro- 
moted to assistant secretary by Zurich. 

He will contin- 
ue to work under 
the direction of 
Fred H. Oliver, as- 
sistant U.S. man- 
ager in charge of 
sales and market- 
ing activities. 

Mr. Rennix 
joined Zurich as 
sales supervisor 
in 1959 with 23 
years of sales ex- 
perience, 14 of 
them in insurance. 
He entered the business in 1946 with 
Continental Casualty and became 
casualty manager of its Chicago of- 
fice. In 1956 he joined Fireman’s Fund 
as casualty manager, a position he held 
until he went with Zurich. 

A star halfback on Coach Bernie 
Bierman’s famous undefeated team at 
the University of Minnesota, Mr. Ren- 
nix is still active in sports. For the 
past 15 years he has refereed Big Ten 
and National Football League games. 
He has also been in Little League for 
the past 10 years as a manager and 
board member at Northbrook, III. 


American F.éC. Makes 
Several Promotions 


American Fire & Casualty has pro- 
moted Robert W. North from assistant 
manager to manager of the miscellan- 
eous casualty division. He has been 
with the company for five years and 
has been assistant manager for four 
years. He was formerly with Employ- 
ers at Baltimore and Washington. 

Ira T. Youngblood Jr. has been 
named bond department manager. He 
had been special agent for the lower 
east coast of Florida. Before that he 
worked for four years in the engineer- 
ing and inspection division. 

Margaret G. Bates has been ad- 
vanced from personnel assistant to 
acting personnel director, in addition 
to her duties as secretary to George 
S. Bradshaw, vice-president and treas- 
urer. She has been with the com- 
pany for 20 years and has been per- 
sonnel assistant since 1959. 

Wayne A. Miller has been raised 
from special agent to state agent at 
Houston. He progressed from general 
office work to assistant manager of 
the miscellaneous casualty division in 
the home office before being appointed 
manager at Houston in 1957. He was 
named special agent in 1960. 

Jack A. Gordon Jr. has been pro- 
moted from state agent to special 
agent at Decatur, Ga., following the 
opening of a second office at Atlanta. 
He has been special agent at Decatur 
since he joined the company in 1959. 


Adds Two Field Men 


Two special agents have been added 
to Indiana Lumbermens Mutual’s field 
force. Paul B. Webster will handle Ari- 
zona, and Stanley A. Davis will travel 
southern California. Mr. Webster had 
previously operated his own audit and 
inspection service and has 21 years-of 
insurance experience. Mr. Davis has 
been in insurance since 1951. 





George W. Rennix Jr. 


Truesdell Is Houston Special Agent 

Frank J. Truesdell has joined Indus- 
trial Underwriters as resident special 
agent at Houston. He has been cas- 
ualty superintendent of Fidelity & Cas- 
ualty in the Houston-Gulf Coast area. 
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Fund Marine Operations 
At Atlanta Separated 


Inland and ocean marine operations 
of Fireman’s Fund at Atlanta have 
been separated, and Robert J. DiGiro- 
lamo has been named manager of the 
new ocean marine department. The 
inland marine operation of the south- 
eastern department will continue un- 
der the direction of Manager T. Em- 
mette Thrower and Assistant Manager 
George W. Smith Jr. 

Special Agent John W. Elliott, who 
has been training at New York, will 
assist Mr. DiGirolamo. 


GAB Changes InN.Y. 


General Adjustment Bureau has 
promoted Vaughan R. Williams from 
manager at Albany to general adjuster 
there to succeed Edgar A. McCaskie, 
who has retired after 48 years with 
GAB. Raymond H. Kohler has been 
transferred as manager from Glens 
Falls to Albany. Martin F. Hamlin, 
manager at Watertown, has been trans- 
ferred to succeed Mr. Kohler. Robert 
A. Pettit, who has been at Buffalo, 
has been promoted to manager at Wa- 
tertown. 

Leo E. Cooke has been promoted 
from senior adjuster at Staten Island 
to manager there to succeed Lawrence 
E. Brown, who has retired after 23 
years. 

Robert J. Moore has been named 
manager of a new office at Riverhead, 
N. Y. He had been senior adjuster 
at Jamaica. 

Harry D. Miller has been appointed 
manager of a new office at Pearl River, 
N. Y. He had been a senior adjuster 
at Hackensack, N. J. 

James J. Pircaro has been appointed 
marine surveyor at the eastern de- 
partmental office in New York. He 
had been a marine surveyor for Fire- 
man’s Fund. 


To Offer More Stock 

Classified Risk of Milwaukee is of- 
fering an additional 53,000 shares of its 
$3 par stock, with 35,200 set aside for 
subscription by present stockholders on 
a basis of one new share for two pres- 
ently owned. These will sell at $6, and 
the remaining shares will be offered to 
the public at $6.62. 

Classified Risk has 360,000 shares 
authorized with 70,360 outstanding. 
The company writes full cover auto. 
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* They don’t consider it cricket to make an agent wait for the service he deserves. 


THE KANSAS CITY FIRE AND MARINE INSURANCE 00. 301 WEST 11TH ST., KANSAS CITY, MO. 


A Member of the Glens Falls Group of companies 








LATEST IN COVERAGE 


a successful Agent... 
must receive SOLID SUPPORT 


for his selling efforts 


e Agents who want to grow, go with Indiana Lumbermens, 
because they receive solid support from a solid company. Indiana 
Lumbermens Mutual agents sell a complete line of fire, casualty, 
auto, and the latest in “package” coverage. Efficient mechanical 





UP-TO-DATE PROCEDURES 


procedures reduce agents’ paperwork ... give them more time to sell, 
All this, plus professional advertising and sales promotional aids, 


Branch offices conveniently located at Albany, New York; 





PROMPT CLAIMS SERVICE 


Dallas, Texas;.Los Angeles and Walnut Creek, California. 


Get full details by writing to the home office. Do it today. 
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“My agent phoned— 
he’s on his way over” 
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Only the Broad Form Storekeepers 
Policy wraps up all of this coverage 
for the small retail or service busi- 
ness—in a low-cost package. It’s a good 
buy for the storekeeper, easier for 
agents to sell, and we provide the 
pre-call mailings that point up the 
advantage of Grain Dealers’ protec- 
tion and savings. 

Our AGENCY PLAN will help quali- 
fied producers in meeting competition 
for business and personal lines where 
sales turn on better value—better 
service. Write the nearest office for de- 
tails, 


Not A DAY passes but hundreds of 
agents move into a situation such as 
that illustrated. As often as not they 
are able to say: “Yes, you’re fully 
covered.” But it took selling and in- 
surance experience to provide the 
client with enough coverage of the 
right kind. 

Loss reports show why every busi- 
ness regardless of size needs coverage 
against crime losses. Not only against 
burglary, theft and holdup, but cover- 
age on money against destruction or 
disappearance, whether or nota crime 
is involved. 


Cait Coates hfitid, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE »* CASUALTY * AUTOMOBILE + INLAND MARINE 
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Hubbard In N.A. 
Bond Reinsurance 


North America has appointed Rich- 
ard A. Hubbard manager of bond 
treaty reinsurance. He began in in- 
surance in 1934 with American Surety 
at Kansas City. He was acting man- 
ager for that company at Dallas 1942- 
1945 when he became manager at 
Houston. 

He joined Central Surety in 1947 
as an executive assistant and was 
elected vice-president in 1948. He was 
elected secretary of North British 
group in 1955, and subsequently vice- 
president of Pennsylvania, Mercantile 
and Commonwealth, Columbia Casual- 
ty, and American Central. 


N. M. Field Club Elects 


Dwight Tope President 

Dwight Tope, Tope State Agency, Al- 
buquerque, was elected president at the 
May meeting of New Mexico Field 
Men’s Club at Albuquerque. 

Donald Jones, St. Paul F.&M., was 
named vice-president, and Morri Cory, 
Aetna Fire, fire prevention chairman. 

Plans were laid out for a series of 
seminars to be held in various sections 
of the state. Sponsored and directed by 
club members, the seminars will fea- 
ture recent bureau-approved multi- 
peril policies. 


Healey Is President Of 


S. F. Fire Underwriters 


Donald C. Healey of Chubb & Son 
has been elected president of Fire Un- 
derwriters Forum of San Francisco. 
Also elected were William F. Maloney, 
Glens Falls, vice-president, and David 
Simonds, Fireman’s Fund, secretary. 
Ted Werner continues as treasurer. 
Faville Joins General Agency 

Richard S. Faville has joined Agency 
Service Co., general agency of Kansas 
City, as vice-president and manager of 
the commercial division. 

Mr. Faville has been state agent in 
Kansas City for National Union since 
1958 and before that for six years was 
in several offices of National Union. 
His insurance career began in 1948 
with Continental Casualty. 

M. G. Birkmann continues in charge 
of the personal lines division of Agency 
Service Co. 
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since 1799—agents have 
been pleased with 

the friendly cooperation 
of Providence Washington. 


You do well when you sell 
PROVIDENCE 
WASHINGTON 
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20 Washington Place 


Providence 1, R. |. 








WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 








BURGLARY, HOLDUP, AUTO PHYSICAL DAMAGE, 
Beauty Parlor Liability, OL&T and Auto Medical 
Expense Coverage for Assigned Risks Anywhere in 
U.S.A. Surplus Line Basis. Quick Quotations. 
Phone or Write 


ALLIANCE ASSURANCE AGENCY 


327 S. LaSalle, Chicago 4, Ill. 
Harrison 7-0438 









Aad 


Credit for significant increase in 
gifts of clothing, appliances, furniture 
and other badly needed items was giv- 
en to Dallas Assn. of Insurance Agents 
by Salvation Army center for rehabil- 
itation of men. Dallas agents mailed 
50,000 brochures telling about the cen- 
ter and asking for gifts. Carey Welch 
(right), president, and George Mc- 
Cormick, vice-president, receive ap- 
preciation certificate from Maj. Byron 
A. Freeman, rehabilitation center com- 
manding officer. 
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Chris Schroeder & Son, Inc. 
210 E. Michigan St.,. MILWAUKEE 


Engineering Services—All Lines 


The largest insurance agency in the 
State of Wisconsin 











SOUTHEASTERN —_— Inc. 
an 
SOUTH GEORGIA INSURANCE AGENCY 


General and Excess Lines Agents 
821 E. 66th St. Savannah, Georgia 
Phone EL 4-1320 Cable—‘*SOGA” 
1145 Peachtree St. N.E., Atlanta, Ga. 
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Gerber Reviews Rate Regulation Issues 


(CONTINUED FROM PAGE 5) 

the activities of his subcommittee on 
rate regulation through the question of 
deviations, to the activities of agents 
and their place in the insurance scene, 
concluding with the suggestion that 
NAIA could well take up the idea 
of defining what it considers to be 
adequacy in rates. Since this has been 
a matter of concern to producers, Mr. 
Gerber said it could be a challenge to 
them to formulate language that could 
become model provisions for presenta- 
tion to NAIC. 

Whatever opinion one might have 
of the report of his subcommittee or 
the action taken on the report, Mr. 
Gerber said it has been proved that 
study of rating laws and regulation 
was needed. The subcommittee gave 
a fair and impartial hearing to all 
concerned “over and over again,” with 
patience as the key word. The sub- 
committee members were objective, 
they listened to all segments of the 
industry and they encouraged every- 
one who had anything to say to par- 
ticipate. 

One of the demonstrated outgrowths 
of the hearing was the capacity of the 
states to regulate insurance, another 
was the high degree of competition 
that prevails in the business, Mr. Ger- 
ber declared. 

From the report his subcommittee 
offered the NAIC rates and rating or- 
ganizations committee in Philadelphia 
last June, he quoted several of the 
objections to industry argument favor- 
ing a no prior approval approach to 
rate regulation, mentioning the fear 
that administrative duties of the states 
would be dissipated, that the burden 
of proof as to the fairness of rates 
would be shifted from the insured to 
the department, the question of the 
difference in approval of rates and 
forms. He emphasized the concern of 
the subcommittee with the issue of 
solvency of insurers and the problem 
of setting up a mechanism for refund- 
ing money to policyholders who had 
been overcharged if, after a rate had 
been in effect for 90 days or so, it 
was determined that the rate was too 
high. 

Since his report was adopted and 
made a part of the NAIC record, Mr. 
Gerber observed that those on both 
sides of issue have come out with 


statements that federal regulation is 
now more than ever on the way, the 
arguments in proof of this being en- 
tirely different. However, Mr. Gerber 
admitted that rating problems do con- 
tinue. He expressed his own concern 
with deviations and rate adequacy. 

Independent filings and deviations 
are here to stay, in Mr. Gerber’s opin- 
ion, despite the precedent in North 
Carolina. In that state the legislative 
action abolishing deviations in auto- 
mobile liability could be interpreted 
as an outgrowth of compulsory in- 
surance. The federal government has 
made it clear that there has to be a 
modus operandi for competitive fil- 
ings. 

“Can the agency system exist with- 
out independents and deviators?” Mr. 
Gerber asked, explaining that this was 
simply a question to which he has no 
answer. He expressed his belief that 
the agency system will prove to be the 
most effective means of insurance dis- 
tr bution. 


New AR Plan Rule In N. Y. 


A new rule has been adopted by 
the New York Automobile Assigned 
Risk Plan to require an AR policy- 
holder who fails to pay his renewal 
premium within the specified time to 
pay a full annual premium upon reap- 
plication. This is effective Sept. 1. Un- 
der existing practice, only a part of 
the full premium is required with a 
new application. 

The rule was originally scheduled 
to become effective June 12. However, 
Greater New York Brokers Assn. pro- 
tested that this did not allow enough 
time for the business to prepare to 
make the rule effective. 

Insurance Women of Toledo have 
elected Tillie Chelminiak president, 
Donna Schmidt and Clara Vail vice- 
presidents, Carol Dunham and Audra 
Mason secretaries, Dorothy Campbell 
treasurer and Lorine O’Boyle publici- 
ty chairman. 

Iowa National Mutual has appointed 
Hamilton F. Luebke fire underwriter 
at the home office. He has been in the 
business since 1956 and joined Iowa 
National Mutual after service with 
Tri-State Mutual of Luverne, Minn. 
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St. Joseph Valley Pond 


Elects Robert Sweitzer 


Robert Sweitzer, Indiana Rating 
Bureau, was elected most loyal gander 
of the St. Joseph Valley pond of Blue 
Goose at the annual meeting at South 
Bend. 

Other new officers are William 
Bridge, Aetna Fire, supervisor; Roger 
Etter, Fireman’s Fund, custodian; Ed- 
win Wolaver, Hanover, guardian; Ed- 
mund Foley, Buckeye Union, keeper, 
and Kenneth Sandbeck, Hartford Fire, 
wielder. 
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Lumbermens Mutual Cas. 
Appoints Three In Canada 


Lumbermens Mutual Casualty has 
made three appointments in Canada: 
C. D. Burke district manager in On- 
tario, J. E. Jaques personnel manager; 
and G. G. Turner to the staff of the 
new multiple-line department. 

Mr. Burke has had experience in 
other Kemper departments, and Mr. 
Jaques joined the Kemper organiza- 
tion in 1950. Mr. Turner has been in 
the claim department of Lumbermens 
Mutual Casualty since 1956. 








can surely help yours. 





WRITE FOR YOUR FILE FOLDER 
of credit insurance information, specially compiled for 
general agents and brokers. ACI national advertising, in 
leading publications like Business Week and The Wall Street 
Journal, tells readers to ‘‘call your insurance agent.’’ Be 
ready for their calls. Write AMERICAN CREDIT INSURANCE, 
Dept.36, 300 St. Paul Place, Baltimore 2, Md. 


added* 


coverage for 
your clients aaa 


added 


commissions 
for you 





COMPLETE YOUR PORTFOLIO of protection by 
recommending American Credit Insurance to your clients. 
They need commercial credit insurance... for greater market- 
ing efficiency, sounder financial management. An ACI policy 
can help their business in a dozen vital ways. Its commissions 








American 
Credit Insurance. 


rounds out your program of client protection 
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New concepts for a new era... 


the | 
L.M.I. 
BUDGET= . 


a new premium 
payment plan by 


Lumbermens of 


Mansfield 

















Extreme flexibility and ease of use — 
these are the two big plus features of 
Lumbermens’ ew L. M. I. Budget 
premium payment plan. Full com- 
mission is paid immediately ...no 
collection problems . . . no special 
accounting... only one down pay- 
ment ever... your name is kept 
before the insured ... Lumbermens 
handles all the details with copies to 
you, giving you more time to sell! 
A complete kit (illustrated at left) 
containing all necessary forms, in- 
structions and payment tables, is 
waiting for you. 

The new L. M. I. Budget plan is 
another indication of Lumbermens 
forward-thinking approach to “New 
concepts for a new era’! 





For complete details, write to L. M. I. Budget, Lumbermens Heights, 
Mansfield, O., your Branch Office, or ask your Lumbermens fieldman. 


Established 1895 


LUMBERMENS MUTUAL on 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 


General Offices, Lumbermens Heights, Mansfield, Ohio 
Branch Offices — $1. Louis, Dallas, San Francisco and Los Angeles 









| 








The formation of Lin-Burn, Inc. was to assist producers 
throughout the United States in solving their surplus lines 
problems. Our staff? Experienced! Our markets? Excellent! 
Our service? Prompt! One specialty—inland Marine. 





B The appointment of qualified agents to write poultry insur- 
ance (chickens and turkeys). Our market is competitive and 
flexible—our rating is nation-wide. 


A Lin-Burn, Inc. 
141 _W. Jackson Blvd. 
WeEbster 9-3267 


Chicago 4, Ill. 
TWX-CG 589 
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efforts by Oklahoma agents and by a 
Texas group identified by the Big I, 
although unnamed, to maintain uni- 
formity. But Mr. Morrill asked wheth- 
er policyholders are better served by 
uniformity or by competitive rates and 
coverages. The answer should come 
not from the advocates of either in- 
surance system but from the buyer. 


Cites Buyer Action 


He furnished a clue to buyer re- 
sponse to the question. Just a year 
ago, the Washington supreme court 
held that the commissioner had to 
accept independent filings by bureau 
subscribers. A bill was then introduced 
in the 1961 Washington legislature to 
reverse this decision and restore uni- 
formity. The bill came out of the sen- 
ate insurance committee with a rec- 
ommendation for passage, but was 
blocked on the floor. Credit for turn- 
ing the tide against the bill was pub- 
licly given to American Society of In- 
surance Management. 

“If corporate buyers cast their vote 
for competition on rates and forms, 
is there any reason to think that indi- 
vidual buyers would do otherwise?” 
Mr. Morrill thinks not. The personal 
insurance market is not organized to 
express itself at legislative hearings, 
but does so most effectively with its 
pocketbook. By the millions, people 
have taken the insurance on their 
personal cars away from the uniform 
rate companies and placed it with the 
independents. 

Today, the variety of competitive 
rates and policies made available by 
the bureau companies makes it dif- 
ficult to say just which companies 
should be counted in the independent 
group. It’s simpler to say that the 
entire business has become competi- 
tive, Mr. Morrill declared. 


Laws Hobble Proponents 

Some agent’s groups are still trying 
to win the battle through new laws, de- 
signed to limit their companies in ef- 
forts to compete. In other words, where 
managements conclude that their 
hope is to compete more, their own 
agents seek means to let them compete 
less. An example is the Barrett-Russo 
law in New York, now being weighed 
by agent’s groups for introduction in 
other states. This law requires that 
in rate making, consideration be given 
to past commissions, with the effect 
of freezing commission levels into 
rates. 

The first practical application of the 
law came in the recent disapproval 
by the New York department of the 
new plan for rating public and insti- 
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Morrill Cites Need For Modern Rate Laws 


tutional property. The department spe- 
cifically referred to the law in finding 
that the rates filed were inadequate. 

A law of this kind immobilizes its 
proponents, tying them to a static po- 
sition, while the free opposition is 
mobile. Soon, the proponents can 
neither advance nor retreat. Uniform 
rating laws produce a parallel result. 

Again mentioning Texas, Mr. Mor- 
rill does not think it has a natural 
immunity to what is happening else- 
where in the business. The insurance 
business is national and _ interstate. 
Whether the next decade finds it con- 
verted to a fully competitive system or 
to one in the iron grip of political and 
governmental control, it is assuming a 
great deal to believe that Texas can 
long resist the tide, whichever way it 
flows, Mr. Morrill concluded. 


Mackay Visiting In U. S. 


Lt. General Sir Iven Mackay of 
Australia is visiting wartime friends 
in the U.S. with Lady Mackay. While 
here, he talked with representatives 
of American Foreign Insurance Assn. 
He is chairman of the local board of 
directors of Hartford Fire in Austra- 
lia—an AFIA member company which 
has been operating there since 1919. 

Sir Iven’s stopover in the U.S. fol- 
lowed his representation of the Aus- 
tralian government at the unveiling of 
a memorial at Phaleron near Athens, 
to the 2,800 allied troops who died in 
Greece during World War II. At that 
time he was general officer command- 
ing the Australian forces in Greece 
and was presented the Knight of the 
British Empire award for his leader- 
ship in the campaign. 

In addition to his association with 
AFIA, he is a director and chairman 
of a number of industrial firms. 


Chamber Directors View 


Double Benefits Danger 


Directors of the U.S. Chamber of 
Commerce met recently in Washing- 
ton to discuss the danger of double 
benefits resulting from overlapping of 
state workmen’s compensation and the 
federal disability program. The cham- 
ber has formed a committee in co- 
operation with Assn. of Casualty & 
Surety Companies and American Mu- 
tual Alliance to deal with this problem. 

Among those attending the meeting 
were H. Ladd Plumley, chairman 
State Mutual Life; Ben H. Mitchell, 
president Texas Employers; H. Bruce 
Palmer, president Mutual Benefit Life, 
and Mortimer E. Sprague, vice-presi- 
dent and secretary Home. 
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Fireman’s Fund Shifts 
Pastor, Ray, Tierney At 
Washington, Chicago 


Francis E. Pastor, manager of Fire- 
man’s Fund at Washington, D. C., has 
been transferred 
to the western de- 
partment as man- 
ager of research, 
development and 
sales. He succeeds 
William M. Ray, 
who becomes as- 
sistant fire man- 
ager at Chicago. 

Justin N. Tier- 
ney, who replaces 





Mr. Pastor at 
Washington, will Francis E. Pastor 
supervise opera- 


tions there and in Maryland, north- 
eastern Virginia and southern West 
Virginia. 

Mr. Pastor joined the Fund in 1937 
and has been manager at Washing- 
ton since 1951. He is a past president 
of District of Columbia Insurance 
Managers Assn. 

In 1948, Mr. Ray began his insur- 
ance career with Tennessee Inspec- 
tion Bureau. He went with the Fund 
at Nashville in 1950 and was trans- 
ferred to the western department in 
1956, serving as fire agency superin- 
tendent before being assigned to 
research, development and sales in 
1958. 

Mr. Tierney, with the company 
since 1940, most recently has been 
assistant manager of the Atlantic 
marine department. 


16 Midwest Students 
Get Scholarships 
To Illinois Tech 


Stock fire companies have awarded 
$6,000 fire protection engineering 
scholarships to 16 midwest high school 
graduates. The scholarships provide 
for full tuition and other fees for the 
four-year program at Illinois Tech. 
Students who live outside of Chicago 
will receive a room and board allow- 
ance of $250 per semester and two 
round-trips between their home and 
the school each year. Cost of the extra 
allowance will be paid by the sponsor- 
ing state inspection bureau. 

The scholarship program is de- 
signed to interest young men in fire 
protection engineering, in order to 
meet the growing demand of the fire 
insurance inspection and rating ser- 
vice. The students will work for their 
sponsoring bureaus during the sum- 
mers and after graduation will be em- 
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ployed full-time. 

The scholarship awards were made 
on the basis of performance on a com- 
petitive exam and the _ candidate’s 
character, personality, physical condi- 
tion and high school record. 

The scholarship awards and the 
sponsoring bureau are: 

J. R. Atkinson and J. R. Kern, 
Springfield, Mo. (Missouri Inspection 
Bureau); G. L. Arthington, Normal, 
Ill. (Illinois Inspection Bureau); J. 
A. Caldwell, Kansas City, (Missouri 
Inspection Bureau); A. J. Frank Jr., 
Louisville, (Kentucky Inspection Bu- 
reau); Michael H. Hemer, Des Moines, 
(Iowa Inspection Bureau); J. F. Hoch, 
Richmond, Ind. (Indiana Inspection 
Bureau); D. S. Hull, Merriam, Kan. 
(Kansas Inspection Bureau); R. W. 
Lodewyck and Robert F. Nielsen, 
Chicago (Cook County Inspection Bu- 
reau); D. A. Lucht, Middlefield, O. 
(Ohio Inspection Bureau); W. J. Me- 
genity, Oklahoma City, (Oklahoma In- 
spection Bureau); D. B. Miller, Kala- 
mazoo, (Michigan Inspection Bureau); 
J. R. Munighan, Winona, Minn. (Fire 
Underwriters Inspection Bureau); 
J. R. Skuster, Osage, Ia. (Iowa Inspec- 
tion Bureau), and D. L. Wenger, Syca- 
more, Ill. (Illinois Inspection Bureau). 


Allstate Names Six 


Allstate has made six executive ap- 
pointments. 

At Menlo Park, Cal., Homer F. 
Paulson was named operating mana- 
ger and Gene F. Beimford accounting 
division manager. 

Other appointments: William J. 
Lowry, claim manager, Harrison, N.Y.; 
Charles W. Kerchner, claim manager, 
Milwaukee; Arthur C. Bevenkerk, dis- 
trict sales manager, Skokie, and 
George A. White, regional sales super- 
visor, Toronto. 


Alcott Goes Independent 


The Alcott Claim Service has been 
organized at Columbus with W. Max 
Alcott as owner and manager. Offices 
have been opened at 2765 Cleveland 
Avenue to handle all types of automo- 
bile, general casualty and fire insur- 
ance claims within a 50 mile radius. 
For the past 10 years Mr. Alcott has 
been Ohio branch claim manager at 
Columbus for Wolverine group. 


The Wiley Buntin adjustment firm 
of Mississippi has been incorporated. 
Officers and organizers of the corpora- 
tion are Wiley Buntin, president; Ro- 
bert E. Buntin, vice-president; and 
Mrs. Violet F. Buntin, secretary. The 
firm has offices at Starkville, Colum- 
kus and Tupelo. 


Houston F. & C. Names 
T. F. Wood On Coast 


T. Fred Wood has been appointed 
resident vice-president at Pasadena in 
charge of west coast operations for 
Houston F.&C. group. 

Mr. Wood has been president of 
Founders of Los Angeles. He has held 
executive positions with Southern 
California Automobile Club, Allstate 
and Pacific Employers. 


Chamblee J oins Hanover 


James B. Chamblee has joined Han- 
over as state agent in eastern Tennes- 
see with headquarters at Knoxville. 
He entered the business in 1951 and 
has most recently been state agent in 
eastern Tennessee for Crum & Fors- 
ter. 


Aetna Casualty Names 


Two General Managers 
Aetna Casualty has appointed Wal- 
ter P. White Jr. and William G. Scree- 
den general managers at Los Angeles 
and Reading, Pa., respectively. The 
former succeeds Donald M. Johnson, 
who has been named assistant vice- 
president at the home office. 

Mr. White joined the Pacific fire 
division of Aetna Casualty in 1937. He 
subsequently was manager of the divi- 
sion for five years before becoming 
manager of the property underwriting 
department at Los Angeles in 1960. 

Mr. Screeden joined the company at 
Des Moines in 1936 and subsequently 
was superintendent of the agency de- 
partment at Syracuse before going to 
Reading. 
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55 Fifth Avenue, New York, New York 
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SUN INSURANCE OFFICE, LTD. AND ATLAS ASSURANCE COMPANY, LTD. 
Representatives in Principal Cities and Towns of the United States 
and in Most Countries Throughout the World. 
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benefit program. 


7447 Skokie Bivd. 


MULTIPLE LINE 
Industrial Underwriting Manager 


The special accounts division of this company responsible for writing commercial and 
industrial insurance lines needs top flight manager to assume responsibility for com- 
plete overall operation of its Underwriting Department. This is a tremendous oppor- 
tunity for the right man who must have proven managerial ability and have substantial 
multiple line underwriting background. Company anticipates substantial growth in 
present lines and rapid expansion into general lines. 


Resume must include detail on above plus salary history. Substantial salary plus A-! 


ALLSTATE INSURANCE COMPANY 
PERSONNEL DEPARTMENT 


Skokie, Illinois 








UNDERWRITERS—EXPERIENCED 


Needed in an aggressive Mid-West 
Multiple Line Company. 


FIRE UNDERWRITER 


Production plans create this opening 
for an experienced line underwriter 
who can accept responsibility and 
wants a career opportunity. 


AUTO UNDERWRITER 


Young aggressive career minded in- 
dividual with some experience to join 
a rapidly expanding operation. 
2 - 4 yecrs college, to age 40, salary open, 
Chicago location, Excellent benefits. Write 
Z-62, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 








FIRE FIELDMAN— 
NORTH CAROLINA 


A Mid-west Agency Mutual Company with 
substantial North Carolina Casualty vol- 
ume has excellent opportunity for Fire 
Fieldman with some Casualty experience 
to direct and develop Fire production from 
Casualty Agency plant. Age 30-40. Reply 


to Z-50, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, thinsis.. 














CASUALTY-INSURANCE: Man experienced in 


underwriting and sale of casualty 
insurance. Employment by large 
Milwaukee Agency. Please supply 
age, experience and _ marital 
status. Write Z-25, National Un- 
derwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 


AVAILABLE FOR FLORIDA 


14 years experience multiple line stock company 
as field man, branch manager, and vice presi- 
dent. Five years sales management multiple line 
Mutual. Successfully employed, not distressed 
merchandise but am relocating in Florida. Would: 
like promotion in management or as fieldman 
with future. Consider local or general agency 
if financial interest could be acquired. Age 45, 
married. Write Z-58, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 














WANTED—ADJUSTER 
Independent adjusting firm Las Vegas, Nevada 
has opening for material damage adjuster, two 
years experience required, $400-500 monthly 
guarantee plus percentage of billings and other 
benefits depending on qualifications. Write to 
Z-31, National Underwriter, 175 W. Jackson 
Bilvd., Chicago 4, Ill. 





INLAND MARINE UNDERWRITER 


Fine opportunity for man with 3 years mini- 
mum experience in Cleveland office of mul- 
tiple line stock company. Knowledge of 
yacht, outboard and homeowners desirable. 
Our employees aware of this ad. Write in 
confidence to Z-59, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinios. 











NEBRASKA OPPORTUNITY — MULTIPLE LINE 
FIELDMAN— Position available for qualified man 
30-40. Well established agency plant, reputable 
Stock Company with excellent fringe benefits. 
Send experience, salary requisite and resume to 
Z-39, National Undewriter Co., 175 W. Jackson 
Blvd. Chicago 4, Illinois. 





CASUALTY UNDERWRITER 


Experienced, for responsible Home Office Po- 
sition in Ohio Stock Company. Advancement 
potential necessary. Some Marine experience 
desired. Excellent benefits. Salary commensurate 
with ability. Inquiries are confidential. Send re- 
sume to Z-61, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








EXCELLENT OPPORTUNITY—IOWA FIELDMAN 
—Multiple Line Stock Company, good agency 
plant. Age 30-40 with at least five years experi- 
ence. Piease furnish resume and salary to Z-40, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


MANAGER 


Our multiple line stock company has opening 
for a service office manager in Milwaukee. We 
are interested in a man with broad multiple 
line experience in Southeastern Wisconsin. Please 
give details of experience in reply to Z-63. The 
National Underwriter, 175 West Jackson Blvd., 
Chicago, Ill 








MULTIPLE LINE FIELD OPPORTUNITY IN DA- 


KOTAS—excellent old-line Stock Company with 
good agency plant. Five to ten years experience, 
age group 30-40. Salary open. Send personal 
history to Z-41, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 





Special Agent 
Large stock agency group has opening 
for a man at Peoria with Multiple Line 
experience. Excellent opportunity. Salary 
open. Write: Z-64, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FOR SALE 


STATE OF INDIANA EXCLUSIVE AUTO GA FRANCHISE 
for full line (substandard) Auto Ins. Company 
seeking high volume at 35% commission. Price 
$50,000. Write Z-57, National Underwriter Co., 
175 W. Jackson Blyd., Chicago 4, Ill. 











CASUALTY UNDERWRITER 


Excellent opening in Kansas City service office 
for a man with several years casualty under- 
writing experience. Please call Mr. Harper at 
Kansas City office, BA 1-5255, or Mr. Eby at 
Chicago office, WA 2-5463 to discuss. 


General Accident Group 
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ce ES | Barerperrpereerenee 
Capitol Indem., Wis. a 42,000 




















Capitol Indem., 51,000 46,000 
Carolina Cas. .. 160,000 210,000 
CABCRES . crsseccsiere 162,000 158,000 
Celina Mutual 273,000 301,000 
Centennial ........ 764,000 693,000 
Central Mutual 1,418,000 1,367,000 
Central Surety 8,000 887,000 
Cincinnati __........ 146,000 114,000 
Citizens Cas. 224,000 207,000 
Citizens, N.J. .. 661,000 670,000 
Columbia Cas. 926,000 876,000 
Commercial ............. 1,415,000 1,537,000 
Commercial Stand. 397,000 01,000 
Commonwealth _..... 859,000 826,000 
Connecticut Fire 5,248,000 5,088,000 
Connecticut Indem. . 77,000 507,000 
Consolidated Mut. 695,000 596,000 
Constellation* 248,000 264,000 
Continental Cas. 22,654,000 20,244,000 
Continental _.............. 79,903,000 82,412,000 
Cosmopolitan Mut. 756,000 676,000 
Employers Cas. ..... 779,000 778,000 
Employers Fire .. 1,344,000 1,237,000 
Employers Liab.* 4,428,000 4,123,000 
Employers 333. 

Employers 

Employers 

Equitable F.&M.. .........4.. 1,646,000 1,633,000 
Farmers Elevator Mut. .. 306,000 334,000 
BPIIIOUIL,.... sekeneassccncsnsisasinscconsounins 12,265,000 11,577,000 


Fidelity & Casualty 



























Fidelity & Deposit . 5,206,000 5,191,000 
Fidelity-Phenix 2,715,000 3,843,000 
Fireman’s Fund 18,828,000 18,116,000 
Firemen’s _..... 8,806,000 9,023,000 
Florida Home 186,000 163,000 
Founders, Cal. 181,000 191,000 
1. 219,000 486,000 
General F.&C.. ....... 596,000 543,000 
General of Seattle ... 9,344,000 8,573,000 
General, Ft. Worth . 221,000 266,000 
General Reins. ........... 5,702,000 5,396,000 
General Security* 150,000 337,000 
Glens Falls. ............ 6,071,000 6,001,000 
Globe Indemnity .... ,185,000 5,150,000 
Grain Dealers Mut. UREOO —_stasinsesnnee 
Granite State .......... i 721,000 
19,964,000 

7,000 

97,000 

2,390,000 

1,415,000 

15,590,000 

Hartford Fire ......... 41,846,000 41,038,000 
Hawkeye-Security 448,000 406,000 
Home Indemnity 1,947,000 1,854,000 
a 28,648,000 29,399,000 
Home of Hawaii ,000 463,000 
Houston F.&C, 576,000 709,000 
BENNIE —ccveccnansescsess 300,000 295,000 
Industrial Indem. 1,067,000 1,015,000 
J eS eee ee 175,000 192,000 
Ins. Co. of No. Amer. .... 54,164,000 54,995,000 
Ins. Co. State of Pa. ........ 882,000 869,000 
Intl. Fidelity a; 214,000 213,000 
Iowa Mutual 220,000 202,000 
i, : es 671,000 727,000 
Kan. Bankers ae 78,000 76,000 
Kansas City F.&M. . 268,000 337,000 
Liberty Mutual ..... 10,455,000 9,722,000 
London Assur.* ... - 1,061,000 1,082,000 
London Guarantee‘ ........ 1,322,000 1,311,000 
London & Lancashire* .. 578,000 638,000 


Lumb. Mut. Cas. 
Maine Bonding .. 
DAEETIO? vscsssevesesass 
Maryland, Cas. 

Mass. Bonding 

Mercantile __........... 
Merchants Fire, N. 
Merchants Indem. 
Mich. Millers Mut. 
Mid-Century, Col. 
Millers Mut. Fire, Tex. 
Millers Mut., Ill. 
Millers National 
Milwaukee 





National Auto & Cas. .... 285,000 305,000 
Natl. Ben-Franklin .......... 882,000 903,000 
National Cas. .......... 700,000 i 

National Fire ...... 7,440,000 7,010,000 
Natl. Grange Mut. 1,149,000 5,000 
National Indem. .... 275,000 224,000 
National Standard 221,000 206,000 
National Surety 3,894,000 3,816,000 
National Union ........ 3,690,000 3,500,000 
Natl. Union Indem. 460,000 03,000 
Netherlands* i 460,000 430,000 
New Amst. Cas. 2,576,000 3,231,000 
New England ...... 1,424,000 1,372,000 
New Hampshire 3,207,000 2,859,000 
New York Unds. 1,630,000 1,608,000 
Newark _ .........000 1,490,000 1,476,000 


Niagara Fire ..... 





No. Amer. Reins. 3,154,000 3,248,000 
North British* .... 1,224,000 1,174,000 
North River ...... 4,975,000 4,916,000 
Northeastern 52,000 586,000 
Northern, N.Y. .. 3,330,000 3,658,000 
Ocean Accident* 1,611,000 1,489,000 
Ohio Casualty .... 2,300,000 2,200,000 
Ohio Farmers 1,318,000 1,184,000 
Old Colony aca 13,000 958,000 
Pacific Empl. 935,000 909,000 
Pacific Indemnity 1,974,000 1,660,000 
Pacific, Hawaii .. 201,000 182,000 
Pacific, | rs 1,437,000 1,581,000 
Pacific National .......00..... 2,427,000 2,593,000 
AVAILABLE— 


Bond Manager or Underwriter 
Over 20 years experience in Home Office, West- 
ern Dept. and Service Offices of prominent 
companies underwriting Fidelity, Public Official 
and Surety. Presently employed. Willing to re- 


locate. 
Write 2-60, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 
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1961 List Of Bond Limits Is Published 

































1961 1960 
INTIS. soccusipiccigmslocninesnooionpe 718,000 707,000 
Pennsylvania ......... 1,894,000 1,824,000 
Pa. T.&F. Mut. Cas. 781,000 803,000 
Phoenix, N.Y. ...... 1,749,000 1,780,000 
Phoenix, Conn. .... 13,385,000 13,104,000 
Progressive Mut. 16,000 272,000 
Prov. Wash. 1,489,000 1,570,000 
Provident ...... wre ‘99,000 314,000 
Prudential, Great Brit 828,000 826,000 











Pub. Serv. Mut. .. 687,000 
_ esses 3,748,000 
Reins. Corp., N.Y. 2,320,000 
ee 5,016,000 
Republic, Dallas .. 2,078,000 
Royal Exchange* 391,000 
Royal Indemnity 4,016,000 
IEEE | scacsssssvaéseasens 2,820,000 
Safeguard ..... 1,219,000 
St. Paul F.&M. ... 15,295,000 
St. Paul Mercury 1,861,000 
Seaboard Surety 1,796,000 
Sea* 710,000 
sas cose ccnenissessedions 273,000 
Security, Conn. .... 1,563,000 
Security Mut. Cas. 1,625,000 1,313,000 
Security Natl., Te 308,000 187,000 
Skandia‘ .... 819,000 761,000 
Springfield . 9,010,000 8,450,000 
Standard Acc 3,215,000 3,005,000 
Standard, Tulsa ......... 199,000 269,000 
State Auto, Ohio 2,339,000 2,186,000 
State F.&C., Fla. 81,000 82,000 
Stuyvesant _............... 604,000 434,000 
Summit Fid. & Sur. 78,000 77,000 
a aaa 960,000 923,000 
Sun Office* 918,000 868,000 
Superior Risk ....... 576,000 516,000 
Swiss Reinsurance* 2,410,000 2,460,000 
Traders & General 22,000 249,000 
Transatlantic Re.* 188,000 200,000 
Transcontinental 2,391,000 2,224,000 
Transit Casualty 534,000 496,000 
Transportation 661,000 645,000 
Travelers Indemnity 13,500,000 12,000,000 
Trinity Universal .... 1,421,000 1,499,000 
Tri-State, Tulsa ...... 226,000 216,000 
United Benefit Fire 160,000 127,000 
United Bonding ....... 66,000 59,000 
United Pacific ....... 940,000 835,000 
United States Cas. 517,000 1,068,000 
U.S.F.&G. on 20,307,000 18,793,000 
U.S. Fire .. 8,602,000 8,356,000 
Unity Fire* ..... 344,000 341,000 
Universal Surety . 95,000 103,000 
Valley Forge ...... 898,000 892,000 
Sr 1,596,000 1,536,000 
Virginia Surety 142,000 135,000 
Wabash Fire & Cas 291,000 205,000 
West American ...... 319,000 278,000 
Westchester Fire 5,024,000 4,817,000 
Western Casualty . 1,952,000 1,893,000 
Western Fire .......... 850,000 801,000 
Western Surety 463,000 413,000 
Wolverine .......... - 487,000 431,000 
MIE siiiriactuoncacaciccccecccaccs 462,000 467,000 
West & Co. Sale One 
= = 
Of Large Dimensions 
(CONTINUED FROM PAGE 1) 

17 other of its service offices in the 
state employ a staff of 475. 

One observer remarked that a num- 


ber of executives of other companies 
in the general agency were in Dallas 
shortly after the new arrangement was 
announced, dealing with the problem 
of establishing Texas representation. 
Considerable attention is being devot- 
ed to Texas by still other companies 
that use general agencies in the state. 
Only a couple of general agencies 
were reported for sale in recent weeks, 
and these apparently had no connec- 
tion with the news from Texas. They 
were by no means of the character or 
calibre of West & Co. In general, how- 
ever, the competitive downward trend 
of rates on homeowners, preferred au- 
tomobile business, and on many of the 
commercial classes has put general 
agencies, along with local agencies and 
companies, under considerable pres- 
sure to save on expenses—and on any 
other part of the premium dollar 
where savings are possible. 
Cravens, Dargan Sole Texas 
Manager Of St. Paul Group 
Cravens, Dargan & Co. of Houston, 
Texas managers of St. Paul F.&M., 
has been appointed sole representative 
of the St. Paul group in Texas, ex- 
cluding Western Life. St. Paul Mer- 
cury has been represented in Texas 
by Floyd West & Co. general agency 
of Dallas, which has been purchased 
by Crum & Forster. 


Reliance Names Denham 

Reliance has appointed Paul F. Den- 
ham Jr. state agent in central Penn- 
sylvania. He had been special agent 
for American Casualty at Reading. 
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eNATIONAL UNDERWRITER 


Claims, Suits vs ‘Professionals’ Grow 


(CONTINUED FROM PAGE 1) 
requirements. 

“As is the case with all liability 
classifications, the general public ap- 
pears to be more claim conscious, and 
this is having its effect on spiraling 
loss ratios. The courts are placing a 
greater degree of responsibility upon 
agents as well as upon other profes- 
sional men. Agents are becoming in- 
creasingly aware of this trend—we are 
writing a larger volume of this busi- 
ness each year.” 

Those concerned with litigation and 
claims involving professional and semi- 
professional people generally agree on 
the causes for the rising tide of. liti- 
gious activity. The work of the lawyer 
doctor, engineer, accountant, architect, 
and, to a lesser extent, the insurance 
adviser, has become much more com- 
plicated than it used to be. There has 
had to be greater specialization, and 
with it greater reliance on others in 
the same profession. “Teams” of doc- 
tors and engineers work on problems 
of great complexity. 

Also, values have grown tremen- 
dously. The number of people and 
their relationships have foliated. The 
more people involved in a project, the 
greater the need for supervision, and 
the multiplication of chances for omis- 
sion, errors, and plain negligence. 


Claim Examples 


“As an illustration, design of equip- 
ment going into commercial buildings 
was inadequate in size or function. 
Correction of the conditions involved 
the insurer in loss costs up to its ag- 
gregate liability—some $200,000. Nor 
are these abstract examples. Profes- 
sional negligence claims are occurring 
with increasing frequency and, where 
liability is established, are invariably 
costly.” 

In almost all the claims and suits 
the key to the faulty performance is 
lack of supervision. The has been at 
the core of most fidelity losses and is 
characteristic of contract bond losses, 
both of which also have burgeoned in 
recent years. 

The enlargement of professional 
firms to take care of growth—in clinics, 
engineering companies, accounting or- 
ganizations, and insurance agencies— 
multiplies the chances for errors and 
omissions. The agent has been in the 


CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 

e As the country’s largest executive 


placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


e@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


e@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 








habit of procuring fire insurance for 
insured but on this occasion fails to do 
so. An accounting firm with a fine 
reputation audits the books of a bank 
branch three years in a row while 
the manager is getting away with 
$25,000. In this case the insurance 
company which wrote the bond claimed 
against the accounting firm—and col- 
lected. 

The courts have tended to require 
of professional men a higher standard 
of performance than of persons with- 
out their training and without their 
repute for expert accomplishment in 
difficult situations. In recent years the 
tendency of the courts has been toward 
a stricter imposition of responsibility. 
Consequently, almost any lack of judg- 
ment or skill may be held in constitute 
negligence or breach of duty. The pub- 
lic, of course, places great reliance 
upon highly trained professions. 


Adam Puts Finger 
On Communication 


(CONTINUED FROM PAGE 4) 
tives probably felt also that the busi- 
ness would have to get even “sicker” 
before it would take such medicine. 

Looking back and noting the amount 
of business which has been lost by 
the agency system since the mid ’50s, 
Mr. Adam said it seems most unfor- 
tunate that the heads of so many of 
the larger companies felt they could 
not then communicate what they 
knew to be true. They could not then 
say and do those things which would 
have meant more business now for 
companies and agents, Mr. Adam said. 
He believes that there should be a 
few more statesmen in the ranks of 
both companies and producers and 
fewer politicians. 

“We need less of the company poli- 
tician-type who, at every opportunity, 
gets on the platform and communi- 
cates to agents his idea that the solu- 
tion for marketing and regulatory 
problems is simply to erect a price 
umbrella over companies and agents 
so that everyone will be able to work 
and survive under this price. This 
price will allow a ‘reasonable’ profit 
for the companies and generous com- 
missions for agents. This politician- 
type blithely overlooks our non-agency 
competitors who are catching fish in 
the rain while he tries to erect an um- 
brella. This kind of communication is 
aimed at protecting this particular 
leader’s own interest and attempts to 
appeal to the short-run selfish interest 
of the agent. It is a political-type of 
communication because the speaker 
will not see, or if he does see, will not 
communicate beyond his short-run sel- 
fish interest,’’ Mr. Adam declared. 


Gives Prescription 


On the producer side, there is a 
need for leaders who will tell fellow 
agents not what they want to hear, 
but the economic facts. The difference 
between what some “leaders” say in 
private and in public about the need 
for changes in marketing, is the dif- 
ference between day and night. 

Mr. Adam made three suggestions 


_ for telling the politicians’ communica- 


tions from the statesmen’s: 

1. Any statement on a controversial 
issue in the business should be ex- 
amined in terms of the author’s back- 
ground, economic interest and possible 
selfish motivation. Many readers and 
listeners now evaluate what the speak- 
er or writer says in terms of the 
reader’s or listener’s own background 
and economic interest. Such incorrect 


evaluation will merely prevent one 
from taking advantage of useful in- 
formation. When evaluating state- 
ments, one should beware of prejudice 
—his own and the speaker’s. 

2. Statements by magazine com- 
mentators should be carefully studied. 
Mr. Adam commended THE NATIONAL 
UNDERWRITER for forthrightly describ- 
ing marketing systems and publishing 
information on the things that are 
happening and are likely to happen. 
Because trade magazines are rela- 
tively free from economic pressure, 
they are in a position to alert the 
business by printing the facts of life, 
however unpleasant these facts may 
be. But if a company executive sticks 
his neck out and tells what he believes 
is going to happen, and how and why 
producers should get ready for it, he 
may find himself and his company 
under direct economic pressure. 

3. That old phrase “in the public 
interest” should be “dusted off” and 
used to measure thinking and com- 
munications. This phrase has been so 
abused that it’s almost as meaningless 
as the word “service” in the business. 
Yet the truth is—and the sooner it is 
recognized the better—that what is 
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good for the public is good for the 
insurance business in all its aspects. 

The ability to have effective com- 
munication between companies and 
agents rests on intellectual honesty, 
courage to tell the truth, tolerance, 
and ability of companies and agents 
to judge statements and proposals by 
the criteria of what is good for the 
public, Mr. Adam concluded. 


Gingher President Of 


Ohio Information Service 


Paul R. Gingher, president of State 
Automobile Mutual, has been elected 
president of Ohio Insurance Informa- 
tion Service. Also elected are Don W. 
Montgomery, Celina Mutual, vice- 
president; M. L. Landis, Central Mu- 
tual, secretary; and Calvin Kytle, Na- 
tionwide Mutual, treasurer. 


Abrahamson Named To Bond Post 

Continental Casualty has appointed 
Herbert S. Abrahamson administra- 
tive assistant to Vice-president Robert 
T. Schaller of the bond department. 
Mr. Abrahamson has been bond man- 
ager of the central branch. 
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Hard-To-Place 
Liability Risks 


When faced with the opportunity to underwrite 
an unusual liability risk, successful producers 
from coast to coast have developed the habit of 
contacting Central Casualty Company 
of our conveniently located General Agents — 
for experienced counsel and practical assistance. 
Prompt quotations? Of course! Find out how our 
experience in handling out-of-the-ordinary liabil- 
ity risks can he/p you toward a substantial share 
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(CONTINUED FROM PAGE 17) 
elements of the casualty line. At least 
one large company uses marine under- 
writers as a nucleus, with other line 
men in advisory capacities. The meth- 
od of transition is not as difficult as 
the decision to forsake tradition for 
the sake of progress. 


Should Reduce Expense 


The establishment of a competent 
multiple line underwriting department 
of class underwriters can be expe- 
dited by cross-training line under- 
writers and also by using line under- 
writers in advisory capacities. The ef- 
ficiency resulting from the class un- 
derwriter approach should not only 
contribute greatly to the reduction of 
expense, but also to the improvement 
of the loss factor; for the working 
underwriter should be more conver- 
sant with classes and their individ- 
ual characteristics. This approach to 
the function of the working under- 
writer may materially affect maximum 
sales performance. 

The sales function, both direct and 
indirect, is the most glamorous and 
probably is treated more frequently 
than any other element relative to 
maximum sales performance. Market- 
ing, including advertising, must be 
adapted to the type of sales pro- 
gram, so I’ll dispense with this sub- 
ject, noting only that a dynamic, pro- 
gressive marketing program is most 
important to our topic. 


Quality Important 


Control of the sales function is de- 
sirable. Theoretically, exclusive agen- 
cy representation affords the best 
means of control; but, lest we over- 
simplify, with this blessing goes the 
obligation to afford the exclusive sales 
force exceptional product and service. 
Product and service are two little 
words with tremendous practical im- 
pact, for they are meaningless unless 
they have substance. It is, therefore, 
essential that any consideration of 
exclusive agency development must 
be tempered with the proper respect 
for the company’s obligation to afford 
quality product and service. For many 
companies, independent product de- 
velopment is a remote possibility and, 
therefore, exclusive agency represen- 
tation seems impractical for years to 
come. The problem confronting the 
management of companies not now 
using the exclusive agency system is 
if, when, how and to what degree 
should they pursue this transition; and 
the most important of these is the 
“if.” The following comments are pert- 
inent to these considerations: 


Discusses Innovation 


Innovation on an individual com- 
pany basis as opposed to group inno- 
vation (i.e., Inter-Regional Insurance 
Conference) may tend to promote the 
exclusive agency marketing facility. 
If the group is able to keep pace with 
innovation by the independents, there 
appears to be justification for the suc- 
cess of the group approach. Such suc- 
cess may eliminate the need for some 
companies to make market contribu- 
tions independently. Recent history 
seems to give this theory little hope. 

Perhaps this subject of independent 
thought in its broadest connotation 
(i.e., bureau or non-bureau) is even 
more important than federal vs state 
regulation, for it is only when free 
enterprise loses its enterprise that 
it also loses its freedom. It is also 
certain that true public responsibility 
will contribute materially to a high 
degree of business freedom. 
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~\ Company Organization Structure Viewed 


The exclusive agency system maj 
contribute materially to maximum 
sales performance by way of both ele- 
ments of price (loss and expense). 
As respects the loss factor, the con- 
trol removes the “great inhibiter”’ 
known respectfully as agency accom- 
modation. Without discussing its mer- 
its, accommodation is an additional 
rating factor and it is elementary that 
the elimination of any component of 
the price structure, whether it applies 
to the loss or expense portion, is a 
significant contribution to maximum 
sales performance. Now that we have 
made the assumption that the under- 
writer may control his underwriting 
and, therefore, materially affect the 
loss portion of the price, the more 
obvious expense factor is worthy of 
note. 


Tells Major Expense 


A major part of expense is sales 
commission, and the first premise that 
we must establish is that percent- 
ages are irrelevant to equitable com- 
mission allowances. With this in mind, 
it is much easier to arrive at an in- 
telligent appraisal of adequate sales 
compensation. If the company provides 
the proper products to develop the 
market and the efficient methods for 
distribution, the salesman is assured 
a generous dollar return, regardless 
of commission percentage. Many of 
the “traditional” companies, being un- 
prepared to develop product and mod- 
ern methods of distribution, must at- 
tract salesmen with other incentives 
(i.e., high commission rates, “liberal” 
underwriting). It does not necessarily 
follow that an exclusive agent must 
receive less dollar compensation or be 
less professional, for excellence of per- 
formance will always have a market. 

It is also conceivable that the agent 
may control his destiny as successfully 
under the exclusive system. In this re- 
gard, it is important to note that at 
least one large company is successfully 
combining the protection of ownership 
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of expirations with the advantages of 
“control.” Agency ownership of expi- 
rations does not necessarily inhibit the 
efficiency of exclusive agency repre- 
sentation from the company view. 

The other elements of expense may 
be better controlled under the exclus- 
ive system, because acceptance of au- 
tomation is limited only by the ability 
of the company organizational struc- 
ture to embrace its development. Under 
the traditional system, automation is 
delayed by organized opposition from 
many for whom it has been created. 
This delay only favors the exclusive 
agency system. 

As the future of the traditional com- 
pany field man is a most current 
topic, and as he represents the in- 
direct sales function, it is suggested 
that his part will become more and 
more that of a salesman as opposed 
to a technician. With this assumption, 
many field men of the future will 
confine their talents to the recruiting 
of career agents, a function which at 
this time is only in its developmental 
stages. 

It may be pertinent to note that 
the basic merchandising differences 
between: personal and commercial bus- 
iness may materially influence the 
approach to agency recruitment. At 
this time the exclusive agency is much 
more adaptable to the personal lines, 
as its historical development bears wit- 
ness. If and when personal lines are 
controlled through commercial lines, 
a further change in agency develop- 
ment may occur. It is believed that 
the control of personal lines through 
commercial lines represents a foresee- 
able ultimate. 
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Fund Makes Changes 
In Three States 


Wesley F. Muller has been appointed | 


manager in Connecticut for Fireman’s | 


Fund group with headquarters at New | 


Haven. 

Mr. Muller entered 
1940. Prior to joining the Fund, he 
was Connecticut manager for New 
Hampshire group. 

Owen F. Balliet, fire special agent 
at Phoenix, has been transferred by 
the Fund to Tucson in the same ca- 
pacity. He succeeds Edward Morris. 

Howard Turnidge will take over the 


insurance in | 


responsibilities of Mr. Balliet in the | 
Phoenix office. He joined the Fund in | 


1952. 
Herbert F. Bunting has been ap- 
pointed auto and casualty special | 


agent for Arizona, taking over respon- 
sibilities that were previously held by 
Louis Mayhood, who is returning to 
Los Angeles for further assignment. 

Charles Kopley takes production re- 
sponsibilities for Beverly Hills and 
Hollywood, succeeding Spencer And- 
rews, now supervising the multi-peril 
unit in the fire department of southern 
California. 


Animal Insurer Seeking 


Additional Financing 


WASHINGTON—Animal Ins. Co., 
New York, has filed a statement with 
Securities & Exchange Commission 
seeking registration of 40,000 shares of 
common stock, to be offered for public 
sale at $15.50 per share, on an all-or- 
none basis. The underwriters are 
headed by Bernard M. Kahn & Co.. 
which will receive a commission of 
$1.395 per share and $34,200, the lat- 
ter to be paid by present stockholders. 

The registration statement includes 
3,300 outstanding shares of common 
which the holders will sell to the un- 
derwriters at 10 cents a share. 

The company according to SEC, is 
an animal insurer, principally insuring 
thoroughbred race horses and standard 
bred trotters and pacers. Since it was 
organized in 1957, it has not paid any 





dividends. As of last March 31 it had | 


a deficit of $190,142. The estimated 


$558,000 net proceeds from the stock | 


sale will be added to general funds 
and will be used to expand business in 
other states and into Canada. 

In addition to preferred stock, the 
company has_ outstanding 50,015 
shares of common with a current book 
value of $1.91. Milton M. Weiss, presi- 


dent, owns 26.77%. Management offi- 


cials own 73.23% 


Tenn. Studies Possible 
Rating Law Changes 


A Tennessee legislative council sub- 
committee will hold a hearing July 21 
at Nashville to get recommendations 
of representatives of the insurance bus- 
iness on changes in the rating laws of 
the state. Bills in the last legislature to 
remove the prior approval features of 
the present laws were killed. A suit is 
pending in state court to get an in- 
crease in automobile liability rates, 
which Commissioner Long rejected. 


. Agents Take N. A. Course 


North America’s special five-day 
training program was recently com- 
pleted by 13 agents. The course deals 
with the latest developments in the 
business and is designed to aid ex- 
perienced agents in increasing their 
production of commercial and indus- 
trial lines. The classes were begun in 
1959. 
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